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Knoxville, ‘Tenn. 
Sounds Far Away 
But It Isn’t 


aR 
“4 


Don’t get the notion that GREENWOOD 
SIGNS are not for you because you are 
not located in the South. We are con- 
stantly shipping electric signs west of the 
Mississippi, north of the Ohio, and east of 
the Delaware. 


a 
O 
E. 


Our factory at Knoxville is alongside 
the tracks in a railroad center, handy to all 
points. The freight rate doesn’t interfere 
with our doing business with any central 
station east of the Rockies. 





After all, what you want is the sign — 
and the value of the investment lies in 
that sign’s sales power. Buy where you 
know that every sign—big and little—will 
be loaded with 


eneni DBL LIME bi vidually 





That’s what sells the goods for the man 
who owns it. 





You see these pictures of GREENWOOD 
SIGNS every month. Study them. Dis- 
tance doesn’t stand between us, no matter 
where youlive. You're after the best selling 

sign brains can build. We have the 
| brains, the experience, the facilities, and 
the enthusiasm, ready to work for you 


See that the electric signs that go into 
your town are designed and built by 





Greenwood 
Advertising Company | 


Knoxville, Tenn. 
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$200,000 Annual Turnover in an Electric Store 


A Story of Successful Electrical Merchandising in a City Where, According to Tradition, 






£ OR a good many years the 


* Southern California Edi- 
w= son Company has _ been 


looked upon as the most 
‘successful distributor of 
electrical appliances in the 
central station field. Gos- 
sip asserts that this com- 
pany has put on circuit some 80,000 flat- 
irons and heating appliances all at “cost” 
price or with some considerable inducement. 
It would seem that the territory of this 
company would be mighty poor picking for 
the man ambitious to establish a retail ap- 
pliance store. That old complaint, ‘“No- 
body can sell appli- 
ances here so long as 
the lighting com- 
pany gives ’em 
away,” certainly is 
justified in Los An- 
geles. 

Yet in Los Ange- 
les is an electrical 
merchant who has 
built up a big busi- 
ness in the face of 
this discouraging 
competition from 
the company from 
which he should 
have received co- 
operation. Today 
the annual turnover 
of electrical mer- 
chandise of this firm 
is approximately 
$200,000. 

Get that figure in 
your mind—$200,000 annual turnover. 
Among the items appear 75 washing ma- 
chines, 50 vacuum cleaners, 3,000 flat-irons, 
300 toasters, 250 vibrators, 400 curling iron 
heaters. These, of course, are round figures. 
But they. represent the approximate sales of 


merchandise over the counter’ of the live- 


liest electrical retail establishment of which 
we have any record: Delegates to’ the 
National Electric Light Convention would 
do mighty well to trip south to Los Angeles 
and examine this store. ‘There’s a lesson 
there for everyone in the industry—a lesson 
of progressiveness and foresight. 


Failure Was Foreordained 


By Frank B. Rag, Jr. 


Woodill & Hulse have been in the elec- 
trical contracting business for twenty-one 
years. They are old enough in the game 
to be moss-backed. About eight years ago 
they took a look at the future and saw possi- 
bilities in the retailing of Electrical Mer- 
chandise, so they went to work to develop 
the field which they saw would offer a 
harvest of dollars later on. Their first 
move was to get into a good location in the 
retail district. The business came. They 
then went to work in earnest, doubling the 
space. More business came. They put in 
a balcony and moved the executive offices 
upstairs, thereby trebling the space. Still 


value—It is always full of human interest 


more business. By this time it was a race 
to see whether the business could grow 
faster than the people who were running it. 
Space was added to take care of a sign 
department; a floor was acquired to get the 
motor, machinery, and switchboard ma- 
terial out of the way; a two-story building 
was leased as a motor warehouse; finally, 
another retail appliance store was opened. 
Such Jack-in-the-beanstalk development can 
be accounted for in only two ways: (a) there 
is a tremendous market for electrical mer- 
chandise if it is gone after in the right way; 
and (b) Woodill & Hulse went after it in the 





There is no window in Los Angeles better known than that of the Electric Store, and this picture proves its a 


right way. On this subject of the eppor- 
tunities that exist everywhere, Mr. Woodill 
said to the writer: 

“T take it as a fact that every household 
has electrical requirements if people only 
have them brought to their attention. Take 
the simplest thing, for instance. There is 
no woman but what would have a good long 
extension cord if she could only be reached 
to let her know what a great convenience 
that was. This goes for a great many other 
things. , 

“We have extensively circularized the 
doctors, for instance, on warming pads. 
You would be surprised how many 
hundreds of these 
things can be sold 
if you will just let 
the people know 
about them. Then 
a little thing like 
the multiple plug: 
how many homes 
would like té have 
two lights from the 
same outlet with 
that same extension 
cord, if they only 
knew about it! We 
get $1 for that plug, 
25 cents for the plug 
and socket on the 
extension cord, and 
10 cents a yard for 
the cord. This al- 
lows, as you know, 


good margin of 
profit. To get that 


profit 
matter of popular education. 

“We have taken up the idea lately of 
putting wire baskets on our tables n the 
store, showing special stuff. People come 
into the store, look the baskets over, and a 
great many of them see things that they 
wanted that they did not know they wanted 
when they came into the store.” 

Right there is where this western mer- 
chant has touched the fundamental principle 
of the modern department store. Folk go 
to a department store for a yard of ribbon 
and come away with a new hat? a package 
of carpet tacks, three palm-leaf fans, a box 


is simply a 



















of candy, and a lawn mower. Probably 
they have to go back after the ribbon, 
having spent all their money on other stuff. 
The Los Angeles Electric Shop realizes this 
and so far as possible it adopts the methods 
that make for merchandising success in 
other lines. Newspaper advertising, win- 
dow displays, aggressive methods in every 
department, have put this store into a class 
with “regular” stores. Says Woodill: 
“Prompt service, courtesy on the part of 
our clerks, and the fact that we are in a 
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THE FIXIT GORNER: 





The repair department. “The Fixit Corner” is one of 
the most profitable features of the store. It draws trade 
and makes money 


position to furnish anything and everything 
in the electrical line, has been the cause of 
our success. 

“Newspaper advertising has also played 
a prominent part in our success, this de- 
partment being cared for by an able and 
up-to-date advertising manager. However, 
our window demonstrations are probably 
our best advertisements, and we always 
make it a point to work our window demon- 
strations in connection with our newspaper 
advertising. Thus, if we are advertising 
washing machines in the newspaper, the 
practical demonstration is going on in our 
windows at the same time. 

“We have given considerable time to the 
devising of methods whereby we may 
attract the attention of the public. Our 
greatest success in this line was a ‘stunt’ 
on the day of the Jeffries-Johnson Fight, the 
window being fully equipped With a com- 
plete wireless outfit in charge of two oper- 
ators who were ‘supposed to be receiving 
the fight returns by wireless from Reno. 
As a matter of fact, these returns were 
received by a private "phone line direct 
from the local newspaper into the head 
bands of our wireless receivers; however, 
the public, being none the wiser, we con- 
sidered it a. great advertisement for our 
wireless department. Between the rounds 
we availed ourselves of the opportunity to 
advertise our other lines. On our building 
we have a 160-foot wireless aerial, from 
which we are able to communicate with the 
numerous amateur operators in the city, 
which brings us a large amount of business 
in this line. 

“We lay great stress on the fact that 
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electrical devices should be purchased from 
us, as we are in a position to repair them 
properly. To take care of these repairs, 
we have a department in our store which 
we call the ‘FJXIT CORNER and we 
state in all our ads, ‘Buy your electrical 
goods from an electrical establishment; we 
take care of them for you.’ This educates 
the public to understand that anything 
that they buy from us is absolutely guar- 
anteed. Owing to our experience and the 
length of time we have been in business, we 
feel that we are good judges of what has 
merit. Anything that anybody buys from 
this establishment is guaranteed to them 
and, of course, must be to us, or we do not 
handle it. 

‘As to our actual store methods: we have 
not, of course, had any precedent to follow 
because the electric store is a new thing in 
the country, but we are trying to copy 
department store methods as far as possible. 
Our best clerks have been raised, I might 
say, here in the store; as, for instance, both 
our present sales manager and our store 
manager worked for us when boys at $6 a 
week. Both of them have been working 
here seven or eight years. Our clerks in a 
good many instances come partially edu- 
cated, having worked in electrical stores 
before, and by contact with our older men 
soon become very efficient. 

“Our system of training salesmen consists 
of sales meetings every Thursday night, in 
which our clerks are asked to write about 
anything that has come up during the week 
and make any suggestions that they care 
to; names not being signed to these com- 
munications. 

“Of course, our greatest principle is to 
strive and please people. Our stock is kept up 
clean, no loose ends or fag ends permitted. 
We have a colored man whose duty it is to 
dust and sweep, wash the linoleum, and 
see that no dirt gathers in the store any- 
where. A great many women come into 
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that his business would be many times 
larger if the local lighting company had not 
pursued this policy, and considered it a 
severe handicap. He was glad to point out, 
however, that the sale of appliances at cut 
price is gradually being discontinued and 
that if it ever were justified in the past it no 
longer is because of the ambitious electrical 
merchants who are now beginning to occupy 
the field in spite of such competition. 

The question of competition by the de- 
partment store is, in his mind, more serious. 
“Unless the electrical contractors go into 
the retail merchandising of electrical goods 
the business will be gobbled up by depart- 
ment stores altogether. This would not 
be good for the electrical business, as there 
are so many things in our line that depart- 
ment stores never can properly handle, on 
account of the class of help they have. I 
think that you will find that Los Angeles 
department stores, which I can safely say 
are very much larger and more numerous 
than in any city of the size in the country, 
varry less electrical goods than are carried 
by similar stores in other cities, and only 
for the reasons that we specialize. It is 
rather common and very gratifying to us to 
have people come in and say that they were 
sent over from some department. store. 
Another thing: unless proper retail electrical 
stores are opened up automobile supply 
houses will soon be carrying more and more 
of the stuff. We handle a great many mag- 
netos, spark coils, etc., which no department 
store would know anything about. We 
have practically taken care of this line in 
our town.” 

My object in writing this story of the 
Woodill & Hulse’s success is to inspire other 
men to follow the same road. The electrical 
business is a great and growing business. 
Its possibilities are boundless. Thousands 
of men can win riches, tens of thousands can 
establish themselves in independence, by 
becoming electrical merchants. The busi- 





Interior view in the Woodill & Hulse store. 
and the service they give makes friends 


our store and I believe they feel at home. 
We have telephones and chairs and con- 
veniences that are in demand in any store.” 

The talk here turned to the policy of 
central stations giving appliances away or 
selling them at cost. Mr. Woodill claims 


All their clerks are’ ‘caught young and raised in the store” 


ness is no different in principle from the 
shoe business, the dry goods business, or 
any other division of retail merchandising. 
It requires specialized knowledge far above 
that held by the ordinary shoe clerk or 
drygoodsman, but this is the very thing 
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that makes it so safe for the electrical con- 
tractor—the special knowledge required is a 
protection against the department store 
when once the complete electrical shop is 
established in any city. Woodill sums it 
up in a few terse phrases: 

“Our business commands brains the same 
as any good retail establishment. The av- 
erage electrical contractor, if he leaves his 
store to some cheap boy to run, will not go 
ahead very far. The man in charge should 
be progressive; he should have a good sales- 
man’s education; he should, if he is alone, 
have a knowledge of window dressing, and 
he should keep both the windows and the 
store thoroughly clean and pleasing to the 
public eye. 

“We have several other good retail elec- 
trical establishments here in Los Angeles, 
which have been brought into being on 
account of our success. They have suc- 
ceeded because there has been a_ large 
demand created. 

“That demand can be created wherever 
there is a central station to supply current.” 


How a Flood Helped Boost Electric 
Cooking 
By Rosert C. Leonarp 
Acting New-Business Manager Oklahoma Gas & Elec- 
tric Co., Oklahoma City, Okla. 


The combination of a flood and our readi- 
ness to take advantage of unexpected oppor- 
tunities recently brought much favorable 
publicity to the Oklahoma Gas and Electric 
Co., and threw the lime-light squarely on 
the practical value of electricity for cooking. 
The occasion was a cooking school demon- 
stration recently held under the auspices of 
the leading daily paper and conducted by a 
domestic science teacher of national repute. 
The school was attended daily for a week by 
about 2,000 women from the best homes in 
the city. The cooking was done by natural 
gas—until the flood came. 

This cooking school demonstration was 
made the centre for an exhibition of cooking 
appliances and accessories, with booth dis- 
plays by various local merchants who deal 
in household supplies and furnishings. Al- 
though this company distributes both gas 
and electricity, the gas interests need little 
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The central station display at the Oklahoma City cooking 
school. Note the vase of flowers on the electric stove. 


pushing, and it was deemed advisable to 
make our exhibit entirely electrical; so since 
we maintain no supply store and carry no 
stock of appliances, we borrowed sample 
heating and cooking devices from the four 
leading electrical dealers of the city, and 
installed an attractive display. The supply 
houses who loaned the appliances, of course, 
received first benefit from the advertising. 
We were also fortunate in having an ac- 
commodating customer who owns a Cope- 
man electric stove, and was enthusiastic 
enough about it to place it with our exhibit. 
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Moreover, he furnished food to cook in it, 
and flowers to decorate it, and joined his 
voice to ours in praising the apparatus to 
those interested. We made this the leading 
feature of the exhibit and it kept one demon- 
strator busy answering questions about the 
stove and explaining it. 

We engaged space in the morning paper 
for an ad that ran each day on the page that 
carried the news of the cooking school, and 
it was a remarkable coincidence that on the 
day after we ran a special advertisement 
regarding the stove, our connection with the 
natural gas field was entirely severed by 
flood. Generally speaking, when Oklahoma 
City is without gas, nobody cooks; but our 
electricians were “on the job” and before 
the crowd had assembled in the cooking 
school our electric stove was on the platform 
with vessels of water boiling on either side 
of a cut-glass vase of carnations and the 
ovens were piping hot. The cooking expert 
was slightly disconcerted for she had never 
used such a stove before, but before the 
lesson was over, she declared it did more 
beautiful baking than any she had ever 
used. 

On this day there was the largest attend- 
ance of the week, and we handed to every 
lady who entered a card asking her name 
and address and the particular electrical 
appliance in which she was most interested, 
with the request printed on the card, that it 
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should be left at our booth. The object of 
this was threefold: to give us leads for the 
supply men to follow up, to furnish us a 
live mailing list, and to induce every woman 
to stop at our booth. It worked. 

Our advertising was designed to follow as 
closely as possible each day’s program of the 
demonstration, and the official announce- 
ment of the program itself was printed every 
morning beside our ad. Naturally, its 
pulling power was great. The ad which 
seemed to attract the most attention and 
draw forth the most favorable comment 
was the one setting forth the day’s program 
in which every act was performed by the 
assistance of electricity. 

We believe that we will receive much 
benefit from this demonstration both by the 
impetus which it will give to the use of 
electric appliances and the desire which it 
has created in the minds of some whose 
houses are not wired. 














Base Ball Schedules. 

The Elmira (N. Y.) Water, Light_& Rail- 
road Company is distributing cards this 
spring with the schedule of the local baseball 
team “‘the Colonels” on one side and a fan 
ad on the other. 


TER THE DAILY OKLABOMAN, TUESDAY MARCHE m2 
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Oklahoman’s 
Cooking School 
Program 


Gas Range Economy 


(By Mrs Mel 2 Armatrong, Lecturer om Domestic Sctenes, Copyrighted 
) 











‘Are you going to make thet prise cake for Seturday* 








COOKING SCHOOL. 


Opening Day of The Oklaboman’s Remarkable Free! 
Demonstration to the Ladies of Oklahoma City 
Proves Suceessful Beyond All Expectations—Ful 
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iy 300 Unable to Gain Admittance Because of the! 
Crusm—New Program Today. 
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TUESDAY’S PROGRAM 


1. Turn the switch and let the Electric Glower drive away the Spring chill. 

2. Breakfast: Bacon and eggs from an Electric Grill, Electro-percolated coffee and Toast 
made on an Electric Toaster. 

3. Clean house with the vacuum cleaner and sew’ on your motor-driven sewing machine 
while the maid does the fami 

4. Prepare your lunch on your Electric Disc Stove and Chafing Dish and enjoy it in the 

. A an Electric Fan. 

see sting ot 5. Before you dress for the afternoon, make your hair beautiful by using an Electric Cur- 

atta the natural roses to your cheeks with an Electric Vibrator. 

Let the maid do your ironing with an Electric lron while you run down to the Cook- 

ing School in your Electric Runabout. While you are there be sure to see the large 

exhibit of Electric appliances. 

. When you return, sit down with the family to a steaming hot dinner--roast, vegetables 

Kine and all--which you had placed in your Automatic Electric Fireless Cooker before you 

left home for the afternoon. (See this stove in the Exhibit.) 

Spend the evening at the Electric Theaters, and when you return, turn an the Elec- 

tric Burglar Alarm and lie down to sweet Electric Dreams. 

Is all this possible in your home? _Why not? 


family washing on an Electric Washer. 
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If your house isn’t wired, tell us about it. 


Oklahoma Gas & Electric Company 


P. B. X. 14 





- 





This is the way the Oklahoma Gas & Electric Co. advertised during the cooking demonstration. 
every day right alongside the official program and news of the exhibition. 


Their ad appeared 
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One Large Electric Truck Consumes More Current Than 


A Whole Block of Residences 


ND just one Electric Pleasure Vehicle will consume as 

much current as three residences. Think of that, Mr. Central Station Official— 
then consider if you are giving Electric Vehicle business the time and attention its 
importance demands. 








There is no question now about the Electric making good—it is here to stay—and the 
sale of current for charging batteries is one of the most profitable sources of income to any 
lighting company. But—the success of the Electric in any community depends on the 
Central Station management. 


Buy Electric Vehicles for Your Own Use 
—Push Their Sale to Others 


Electric Vehicles are not only income-producing, mercial Vehicles, why he should buy them. We 


‘valley load”’ business for you but also a source 
of pleasure and profit to their purchasers. There 
is no need to claim anything for the Electric it 
cannot do. Just emphasize steadily that the Electric 
Pleasure Vehicle is the ideal town car. Prove to 
the business man, who should use Electric Com- 


are conducting a nation-wide advertising campaign 
for the Electric, both pleasure and commercial, in a 
great number of national magazines and a long list of 
trade journals. Upon request, we will be glad to 
show you how we can link this national campaign 
to your Central Station. 


ELECTRIC VEHICLE ASSOCIATION OF AMERICA 
BOSTON NEW YORK: 124 W. 42nd St. (1) CHICAGO 
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The Central Station and Community Effort 


How the Properties of H. M. Byllesby & Company are Benefiting by the Policy of Civie Participation 


ANAGING syndicates op- 
erating utilities in widely 
scattered cities find many 
ways to promote commun- 
ity effort and assist in the 
improvement of local con- 
ditions industrial, commer- 
cial, and social. The cen- 

tral station company is beginning to realize 

that it must play a leading part in such 
movements or remain inactive to its detri- 
ment. Service of this kind has many forms 
and ramifications. 

It is no uncommon thing for investment 
and improvements to be made in a city by 
outside interests, simply because a large 








Harry V. Coffy 


utility syndicate has decided to purchase 
one or more of the utilities. The judgment 
of such firms is regarded as absolutely sound 
by the most responsible of bankers. Accus- 
tomed to examining, weighing, and consider- 
ing municipalities and municipal conditions 
for themselves and others, these engineering- 
managing concerns attain a phenomenal 
forecasting ability. 

The strictly local effect of such manage- 
ment often is extraordinary. The invest- 
ment is looked upon as a confirmation of the 
judgment of those who have staked their 
fortunes in the community. Fresh confi- 
dence is felt by every responsible resident, 
and not infrequently a trend of activity is 
started that brings about a transformation 
of the place and its business and social life. 

Perhaps no utility management of this 
type has made more specific endeavors to 
aid the building up of cities than H. M. 
Byllesby & Company, of Chicago, which 
operates some 35 groups of utility properties 
in 18 states of the middle west, south, and 
west. This firm has adopted such effort as 
i permanent policy, on the theory that 
whatever helps the town helps the central 
station. 

As Vice-President 
presses it: 

“We have always sought to make each 
property in all respects part of the local 
commercial and social fabric of the com- 
munity in which it is situated. Never, to 
my knowledge, have our companies been 
‘ound wanting in quick and generous per- 
onal and financial support of all public 
ineasures designed for the good of the entire 
municipality. Usually our companies are 
among the first upon public subscription 
lists and are among the largest contributors. 


Arthur S. Huey ex- 


By Harry V. Corry, Assistant to Publicity Manager 


In our Chicago office we have on file hun- 
dreds of letters and telegrams from Cham- 
bers of Commerce, commercial clubs, mayors 
and other city officials, leading business 
men, and prominent citizens thanking us for 
financial aid and co-operation in various 
public undertakings. Many of our man- 
agers have participated actively in the work 
of business men’s associations and other 
bodies of like character.” 

The ideal utility manager, according to 
Mr. Huey, should be an integral part of the 
city; in sympathy with the aspirations of the 
different groups that compose its life, and 
foremost among the planners for municipal 
advancement. Here are some concrete ex- 
amples of how this organization handles 
such matters and how the policy works 
material benefit. 

A few years ago a city received an offer 
from one of the large packing industries of 
the country to locate a big plant there if 
$1,000,000 was subscribed within a specified 
time. A hurried mass meeting of business 
men was called in the commercial club 
rooms and the proposition laid before them. 
In twenty minutes the total amount of one 
million dollars had been subscribed and the 
gas and electric company was one of those 
to head the list with one of the largest sub- 
scriptions. 

The business men of Oklahoma City 
(Okla.) were confronted with the necessity 
of securing subscriptions to the amount of 
approximately $100,000 to insure the loca- 
tion of the state capitol. The governor had 
allowed only one day to obtain the necessary 
amount. After much hard work and little 
success the solicitors became discouraged 
and were about to abandon the project when 


How It Is Done. 


On one occasion $75,000 was needed to 
bring a railroad into a certain city. The 
manager of the electric company was the 
first to rise and subscribe $5,000 to the fund. 
The applause was of a kind seldom directed 
toward a public utility. 

In Ottumwa (Ia.) during the year 1911 
the city funds became exhausted tempo- 
rarily owing to the ousting of the saloons. 
Fifteen thousand dollars was necessary to 
carry on the work of its fire and _ police 
departments for the rest of the year. It 
was decided that the only way this money 
could be raised was by public subscription. 
Large and small amounts were received, but 
the largest single subscription received was 
from the Ottumwa Railway & Light Com- 
pany, the $2,000 donated by it being nearly 
14 per cent of the total amount. 

Recently in Ottumwa a public movement 
was started for a new hotel. Local parties 
solicited the business men for subscriptions 
to the capital stock of the hotel company. 
Again the Ottumwa Railway & Light Com- 
pany was one of the largest subscribers. 
The same thing has occurred in other cities 
where a first-class hotel was much desired 
but difficult to finance. 

A subscription of $5,000 to the capital 
stock of the lowa City, Ottumwa and South- 
western Electric Interurban Railway, in 
which our organization was in no wise inter- 
ested other than for the general benefits 
accruing to Ottumwa as a whole, is another 
example of broad policy. 

City boosting of another kind is well 
illustrated by numerous examples at Fort 
Smith, Ark. Mr. R. J. Mack, manager of 
the new business department of the Fort 


Smith Light & Traction 


Company has 





A $2,000 slogan sign recently presented to the city of Sapulpa by the Sapul pa 
Electric Co., part of a campaign of popular participation. 


a telegram was received from the manager of 
the gas and electric company (who was out 
of the city at the time) authorizing a sub- 
scription covering the deficiency. This 
news came just in time and a few minutes 
later the governor signed the document 
which made Oklahoma City the capitol. 


proved so valuable managing celebrations 
and big public events that he is invariably 
called upon to take such matters in hand. 
He has been elected secretary of the Ar- 
kansas-Oklahoma State Fair Association, a 
new enterprise requiring promotion work of 
the cleverest kind. When the Arkansas- 
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Oklahoma Fair Association purchased the 
site for its fair grounds in 1911, the light and 
traction company was called upon to make 
a long extension to the grounds within a 
period of sixty days. The route was sur- 
veyed, graded, track laid, and cars operated 
over the line well within the period. With- 
out the most, vigorous co-operation of this 
kind, the fair could not have been a success. 
The mayor of Fort Smith one day remarked: 
“The Fort Smith Light & Traction Company 
is five miles ahead of the procession and it 
would be dangerous for a stranger to come 
into our town and go up to any of our people 
and make a remark against our gas service, 
or our street car service or our electric serv- 
ice, because he would be a fit subject for an 
ambulance before he got through.” That 
shows the state of public sentiment. 

Two years ago the business men of Mus- 
kogee, Okla., and various other local civic 
organizations felt that there was need for a 
large electric ““Welcome Arch,”” which could 
be placed at a suitable location in the city 





Sapulpa, Okla., has also been the recipient 
of a sign from a Byllesby company. In this 
case the sign cost $2,000. It reads “‘Sa- 
pulpa, the Oil City of the Southwest.” In 
this instance also the city contracted to 
furnish current for a period of years, but the 
initial cost, the greatest barrier to such 
projects, was entirely borne by the Sapulpa 
Electric Company. 

So popular have many of the Byllesby 
managers made themselves by these meth- 
ods that they are among the first to be 
chosen directors of commercial clubs and 
civic improvement bodies. Manager T. K. 
Jackson, of the Mobile (Ala.) Electric Com- 
pany, recently stood high in an election on a 
list of thirty-seven names proposed for the 
executive committee of the Mobile Chamber 
of Commerce and Business League. Mr. 
Lincoln Beerbower, manager of the Enid 
(Okla.) Electric & Gas Company was third, 
out of a list of some thirty names proposed 
as candidates f or directors of the Enid Com- 
mercial Club. In this case the public voted 
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bearing upon various cities in which j 

operates, is in no small way “‘city boosting. 

Publications of any kind which are issue: 

by the different cities in which the Byllesb 

companies operate and which bear upon th: 
value of the city as a home or for business o 
manufacturing purposes are welcomed at th 

Chicago office of the company, and a lon; 
list could be printed of publications whic! 
have been distributed by the Byllesby pub 
licity department. All information and 
photographs of this kind are filed in the 
library and used for answering inquiries and 
giving out city data. 

Most significant of all perhaps is the fact 
that this organization actually has secured 
the successful sale of municipal bond issues 
running into the hundreds of thousands 
when city officials were unable to complete 
the financing except at heavy discount. 

There can be no doubt that some utility 
corporations are fast learning the value of 
real co-operation in city building. 
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Our Share of the Burden 


---it is not easy to create a city of 70,000 people in twenty-three 
years. 


-~-the human effort spent cannot be measured. 


probably it has been no easier for the electric and gas company 
than it has been for you or your neighbor 

--while the city doubled, trebled, quadrupled and quintupled, our mis- 
sion was to raise capital in large sums and to spend it to serve the 
public 

---the construction stage has been a permanent problem with our or- 
ganization. We have been building, rebuilding, enlarging and ew 
tending ever since we took hold. 

-»-we lay claim to a share in making Oklahoma City. 

---whatever prosperity we enjoy we have earned 

---sometimes we are blamed for things beyond our control. We are 
willing to face the problems of the present and future just as we 
have in the past 
whether or not we are a beneficial force im this community is for 
the people to decide. 

.valuable men and useful corporations develop in practice and vision 
day by day and yeas by year 

.-.out determination to conduct our affairs broadly, liberally, fairly and 
progressively is no stronger today than it was one year ago, or two 





years ago, ot three years ago. 





but we believe we understand our work a little better than we ever 
did before, and that one year hence we shall be wiser and more 


Our Share of the Burden 


the thirty-two organizations under the management of H. M. Byl- 
lesby & Company are striving to operate public utilities better, more 
considerately and with higher regard for the rights of all-in the 
spirit as well as the’ letter of the law 


---results worth having canmot be achieved suddenly. It is easier to 


plan than to produce. Often the thing that looks simple is difficult. 


--there is no 100 per cent perfection. Corporations are merely 


groups of human beings working together for a specific purpose. 

-~the Oklahoma Gas & Electric Company values the good opinion 
of its customers 

---we do our level best to render a dollar's worth of service for a 
dollar paid. 

-~-we want every customer to be satished with the service. We are 
willing to devote the time of our engineers and service experts to 
repair a defect, to correct a fault or to show our customers how to 
use the service to their advantage. 

-~not only do we desire satisfaction on the part of our patrons now, 
but we wish that condition to exist always, and we plan and build 
accordingly 

---our destiny is not to dominate -- not to dictate -- but to se ve. 


---the best interests of Oklahoma City are the best interests of our 
company. We hope we shall never be found shirking our full 
share of the burden -- whether it be in our own work or by co-op- 
eration in broader ways. 


THE OKLAHOMA GAS AND ELECTRIC COMPANY, 
By W. R. Molinard, General Manager 
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efhcient than we are now 





This advertisement from the leading Oklahoma City newspaper sounds the keynote of the Byllesby policy of co-operation with the community. 


where it would be observed by all passengers 
on passing trains. Manager Hoagland se- 
cured designs which were submitted to the 
committee in charge. The one _ finally 
selected reads: “Welcome to Muskogee,” 
the letters in the word ““Welcome”’ being 
eight feet in height. The arch was pur- 
chased and presented to the City by the 
Muskogee Gas & Electric Company, in 
appreciation of which the City entered into 
a contract with the company for a period of 
ten years, agreeing to pay for current for 
lighting the sign at a low rate. The arch 
cost the company $3,000. It was erected 
across one of the principal thoroughfares of 
the city and is a constant reminder to the 
citizens that the Muskogee Gas & Electric 
Company stands at all times ready to assist 
in any movement to boost the city. 


It ran as a double-page spread in a recent issue. 


upon the issue. Mr. H. L. Jackman, man- 
ager of the Western States Gas & Electric 
Company, Eureka, Cal., was selected to 
head a commission of the Commercial Club, 
organized to bring new industries to the 
city. Mr. W. B. MacDonald, manager of 
the Northern Idaho & Montana Power 
Company, of Kalispell, Mont., is vice-presi- 
dent of the Kalispell Commercial Club and 
one of the most active members. And in 
many other cities Byllesby Company rep- 
resentatives are either officers, directors, or 
chairmen of committees of commercial 
bodies and civic improvement clubs. At 
Stockton, Cal., General Manager W. W. S. 
Butler was in charge of a “spring city-clean- 
ing day.” 

Distribution of literature by the publicity 
department of H. M. Byllesby & Company, 








Vehicle Power for Suction Cleaner 
G. W. Bartow, Contractor, Moline, Il, 


Any live contractor or private owner of ai 
electric vehicle can reap a harvest by ob- 
taining a vacuum cleaner of proper voltage, 
and operating it from the vehicle batter) 
by a long extension cable. It overcomes 
the housekeeper’s oft-encountered fear tha! 
your portable machine is running the cur- 
rent bills out of sight. 
line machines are no competition for th's 
sort of combination. It works successful! 
and is good for 25 cents per hour. 








Noisy portable gaso- 
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Organization and Development 


(HE year 1911 records many 
interesting developments 
along commercial lines 
among our properties. A 
substantial increase was 
made in new business se- 
cured, but the missionary 
work during this period has 
been the most eventful since it has estab- 
lished a foundation for future work which 
offers exceptional possibilities. 

In this connection it will be particularly 
interesting to note the educational work 
done and also the new territories we have 
entered. Perhaps the best manner of 
bringing out this point is to show the physi- 
cal growth of our properties, which will give 





H.S. Wells. 


an idea of the territorial increase and also 
of the incre: use in capacity for furnishing 
power, which is an obvious argument for 
our forecast of a rapid development in the 
immediate future. 

A year and a half ago several isolated 
properties in this section were taken over 
and operated under one organization as the 
Pacific Power & Light Company. These 
various properties were scattered along the 
Columbia River and in the central part of 
the State of Washington. Many of them 
are no longer isolated but are now connected 
by transmission lines and eventually the 
great majority will be united into one big 
system. The accompanying map shows the 
relative placement of our properties. 

Since January 1, 1911, twenty-one sepa- 
rate towns have been added to the company 
as originally formed. These towns, together 
with the rural districts adjacent, mean an 
additional population to be served of 24,000 
people and an enormous field for growth. 
Seven new hydro-electric plants, with a 
total of 2,600 horse power have been taken 
over during the year. The capacity of the 
old plants was increased 4,530 horse power, 
making a total incre: Qo in generating capac- 


ity during 1911, of 7,630 horse power. The 
new line construc tion during the year 
totals: 
miles 
6,000 volt line... ..... oe pore Gee 
6,600 volt line... .. ae PCN Te 
ocal distributing lines. Poy Aas 4 Decne eel 
Company telephone lines. . . . . aaa 
horsepower 


‘ifteen new sub-stations were built, capacity 28,000 
‘iid sub-station capacity increased 8,250 
otal increase in sub-station, capacity... . . 36.250 


“hese figures show that though only 
24.000 people have been added to our field 


Among the Properties of the Pacific 


Business Building in the Far West 


By H. S. Wetis, Contract Agent 


of service, yet the extensive line construc- 
tion and the increase in capacity to serve, 
demonstrate the future possibilities. All of 
the transmission lines go through territories 
capable of developing markets for power and 
light and it is in these territories that the 
missionary work of the past year has princi- 
pally been done. By this I mean mainly our 
rural service, largely in the field of irrigation. 
Our commercial activities in the towns 
ve are serving undoubtedly has been similar 
to that in hundreds of other cities in the 
country. It offers much the same class of 
service and the same possibilities, though 
we do have one advantage which is not so 
common in the east, a new country with its 
much more rapid growth and development. 
When our properties were first taken over, 
the chances for commercial work were 
obvious. The former companies had never 
made a systematic attack on these cities 
and no branch of service was in any way 
fully developed; this applied to all the 
properties so consequently the opportunity 
was everywhere in abundance. In fact, the 
only question at hand was where to start 
and how to get the quickest results. The 
first move, of course, was to reorganize the 
soliciting staff, and competent power and 
commercial men were employed and we 


Light and Power Company, 
q y 


with Figures for 1911. 


began a systematic canvassing of the cities 
and towns to secure new business and cor- 
rect defects. The residential salesmen dis- 
covered possible fields for new installations 
and, in the case of existing customers, a 
great fie Id for i improvement in illumination. 

The “commercial” salesmen also were 
confronted with equal opportunity. Street 
lighting, window lighting, and electric signs 
were indeed in a primitive state and the use 
of electric appliances (with the exception of 
the flat-iron) was practically nil. With 
these conditions our local managers and 
their salesmen naturally had a rare harvest. 

The need for a campaign of popular 
education along the line of better illumina- 
tion was urgent, and, to secure the quickest 
results, Mr. Loomis of the Holophane Com- 
pany made a complete tour of our proper- 
ties, lecturing and personally visiting the 
customers. The lectures received excellent 
support and were well attended, while the 
results obtained were exceedingly encourag- 
ing. From these lectures the salesmen also 
received training in correct illumination 
which enabled them to carry on the work 
started by Mr. Loomis, and the effect is still 
felt. 

The efforts along the different 
activity show the following results: 


lines of 


Data on Cluster Street Lighting. 


Location and No. W: attage Rate per Gross Kwh.con- 
date started Posts per post post per yearly sumption 
year. revenue (estimated 
North Yakima 80 100 (1 lamp) $20.00 $1,600. 32,000 
August, 1911 
Pasco 84 180 (3 lamps) 30.00 2,520. 42,336 
December 23, 1911 
Dayton 32 180 (3 lamps) 32.50 1,040. 23,040 
November, 1911 
Walla Walla 134 225 (3 lamps) 28.00 3,752. 420,600 
October, 1911 
Pendleton 26 180 (3 lamps) 32.50 845. 10,296 
$9,757 
Note—North Yakima, all night burning. Pasco, 3 light posts; 2 burn until midnight and 1 all night 


Dayton, all night burning; ten-year contract. 
Note 


Note—Walla Walla system is of the 


series type; 


Pendleton, burn until midnight. 
Entire systems installed at the expense of the municipality, except Walla Walla. 
all others are of the multiple type. 


Ten-year contract. 
A life of 1,000 hours 


has been assumed for the multiple lamps and 2,000 hours for the series. 
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This map shows the extent of the country covered by the organization of which Mr. Wells writes. 










































In addition, a great many individual orna- 
mental posts for street lighting were sold to 
the merchants, but the above table gives 
the bulk of the street lighting business. 

Directly following from the lecture course 
a campaign was started to improve the 
merchants’ illumination, both window and 
interior; the use of Mazda and tungsten 
lamps was advocated, to replace the old 
carbon type; Holophane reflectors were in- 
troduced, and today the thoroughfares of 
nearly all our towns make an extremely 
creditable appearance. The interiors of the 
stores are correctly illuminated and, indeed, 
it is an exception rather than a rule where 
poor illumination exists today. 

The number of electric signs are being 
rapidly increased. Following is a list of the 
total connected signs for all our different 
properties, installed during the year of 1911: 


Total number signs. ..............112 
Total no. lamps (5 w. tungs.). . . ..9,075 


Connected load of signs........ .. 45.3 

Annual revenue. . . ... $10,781 

These signs are operated on a flat rate 
basis of 11 cents per month per 5-watt lamp 
less 10 per cent discount for prompt pay- 


ment. They burn from dusk until mid- 
night. Under the Company’s control. 


Our residential work has consisted largely 
of securing new customers, improving old 
installations, and introducing the use of 
~ampaigns have 


electric appliances, and 
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In addition to the Christmas appliance 
activity and regular campaigns, we have 
taken advantage of the local fairs, which 
occur during the early fall in many of our 
properties, to further induce our customers 
to use appliances. These fairs offer unusual 
opportunities to reach the people and 
demonstrate the uses to which electricity 
can be put in the home. A well-appointed 
booth fully equipped with all kinds of appli- 
ances and an attractive demonstrator never 
fail to attract the crowd, especially when 
electrically cooked dishes are being served 
free. Booths of this nature are maintained 
at all of our properties during the fair seasons 
appropriately decorated for night and day 
display under the charge of our woman 
demonstrator. Many actual sales are re- 
corded, and a great deal of intangible good 
has been accomplished in the line of educa- 
tion for printed matter is extensively dis- 
tributed during these periods together with 
considerable newspaper publicity. 

The following is a list of the principal 
appliances that we have sold during the 
year, though omitting a great number of 
other miscellaneous devices. 


PRO eae Aas . os. OO 
LN | oe rc MTR | 
SONNE hd ste 240 
Electric washing machines....... 17 
Percolators....... . 66 


Perhaps the most effective work that has 





The company’s booth at a recent State Fair at Walla Walla. 


been carried on in all the towns. The re- 
sults have been good. The best work along 
the line of residential soliciting probably 
has been that of improving illumination 
and great numbers of old carbon lamps 
have been replaced by the tungsten and 
Mazda the use of the 25 and 40-watt lamps 
having been urged particularly. 

The introduction of appliances into the 
home has also received its share of attention. 
Special efforts have been made to create a 
market and at present a great many have 
been introduced. This has been accom- 
plished principally through the campaigns 
where special inducements have been offered, 
such as a reduced price and 30-day free 
trial. The flat-iron and toaster have re- 
ceived especial emphasis and enjoyed strong 
popularity. The other appliances have 
been pushed hard. The work of interesting 
people in these devices was carried on 
throughout the year, but reached the climax 
with our Christmas appliance sales, during 
the month of December, which totaled: 


Irons 5 7" oe ee 
Toasters . ; 114 
Chafing dishes . : me | 
Percolators....... Lae 46 


And innumerable other appliances of 
various types. 





been accomplished along educational lines, 
as far as appliances are concerned, is the 
work of our woman demonstrator who has 
spent practically the whole year visiting our 
properties. Through lectures and personal 
visits she has brought out the uses of elec- 
tricity effectively and many actual sales 
have resulted. A total of 94 lectures were 
given with an average attendance of about 
fifty, or a total of 4,700. Considering the 
size of most of the towns we serve, this is a 
very fair average. 

One of the central stations greatest oppor- 
tunities in this section lies in the field of 


June, 191° 


irrigation and we are devoting a great de; 
of energy and effort to the development « 
our fast-growing irrigation load. Inasmuc 
as this phase of our work was exhaustivel. 
described in a separate article which aj, 
peared in the April, 1912, issue of Electrica 
Merchandise, however, it need not be r 
discussed. That we are making progress i); 
this work is attested by the fact that in th 





The “Glad Wagon,” one of the features of the residence 
campaign in Walla Walla. 


year 1911 we connected up 112 new irriga- 
tion customers with a total new load of 990 
horse power. In addition to this, 56 cus- 
tomers representing 366 horse power, were 
signed up but not yet completely installed. 

The total number of new electric meters 
set during 1911 total 3,500, practically all 
this business being in the residence and 
commercial fields. While these figures rep- 
resent all of the contracts which we have 
accepted, of course we had a great many 
more still pending at the end of the year, 
and we feel that our efforts have shown very 
encouraging returns. 





~$ $. 
Helping the Pure Food Idea 
By Watrer L. SawreE.ie 


Manager Light and Power Dept. Bangor Railway and 
Electric Company, Bangor, Me. 


A public square in the market district in 
Bangor is used by butchers from the sur- 
rounding country as an open market, where 
they line their carts up in a row, and from 
the rear of each offer their products to the 
public. Much of their business is done in 
the evenings, and lighting was furnished by 
gasolene torches. 

For reasons of cleanliness, convenience, 
and general satisfaction, we induced them 
to adopt electric light and supplied our 
service by installing a meter on a conven- 
iently located pole and a number of sockets 
in a box opposite the meter, from which 
-ach cart obtains current by means of a port- 
able lamp, with cord and attachment plug. 

The cost of the current is assessed among 
the users, we billing the account to one of 
their number, who collects from each indi- 
vidual and pays us. 





Street lighting in Walla Walla, Wash. 


This picture is not over-clear, but it shows the scope of the installation. 
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What Seattle Promises— What the Year Has Done 


Personal Messages from the Heads of Sections and Committees Tell 
What the N. E. L. A. is Doing for YOU. 


2: OME central station com- 

’ mercial men in this coun- 

try are saying to them- 

selves, “What does the 

National Electric Light As- 

sociation, the Commercial 

Section really do for me?” 

The man whose work lies 

in some obscure corner out of touch with the 

rest of the industry, and whose days are 

spent in a more or less drab routine of 

plugging for more business, hustling for 

collections and sweetening public sentiment, 

who attends no conventions and sees little 

of the real association activity, can well be 

excused for putting such a question. But 
is it the right question? 

“God helps those who help themselves,” 

and such an association as ours must per- 

force operate in this same relationship to 


lhe Giant Geyser, Yellowstone National Park. 
on one of the convention tours. 


A point of visit 


its members. The question for these doubt- 
ing individuals to set before themselves is 
rather, “What have I done to get the full 
value of my membership in the N. E. L. A.?” 
Ten thousand central station men are 
banded together in this organization to work 
for the common good; from such an aggre- 
gation of specialized brains, co-operating 
for the advancement of the industry, 
there must be something for these 
isolated members. But it can not 
be forced upon them, it can not be | 
injected in the veins; it must be 
sought after with an eager mind. 

This year, with the Convention 
in the far northwest, there will be 
many eastern men and many south- 
ern men who will be unable to 
attend. They will be inclined to- 
ward this feeling of isolation. There 

will be men from the 
southwest, who because 
it 7s a far west meeting 
this year and yet still 
distant by days of travel, 
will stay at home and be 
even more disposed to 
say, “What’s the use?” 
But the great northwest 
is a vast opportunity for 
a new knowledge. The 
whole industry will be 
the gainer by the Seattle 
journey. And after all, 
the meeting itself is but 
one part of the service 
that the year’s associa- 
tion work presents. 

The trip to Seattle, 
with its broadening in- 
fluences, the Convention 
sessions with their ob- 
vious opportunities will 
be worth many times 
what they can cost any 
man, or any company in 
time and money, where 
the trip is possible; but 
for those who go and for 
those who remain at 
home, the greatest day’s-work 
value lies in the written record of 
the year’s accomplished progress. 
Read the papers presented before 
the meetings and apply them. 
Read the reported discussions at 
the sessions and apply them. 
Read the committee reports and 
apply them. Read the books 
the Commercial Section has pub- 


lished for YOU and use them. 


Among the Selkirks, in British Columbia. 
of the scenic wonders that the journey to Seattle will reveal 


There lies the greatest practical benefit of 
the Convention year, available to every 
man, big or little, near or far. That the 
Seattle Convention will be richer in such 
opportunities than any that has gone before, 
take the word of the committee chairmen 
who have been working through the year 
to insure its success. 


ae — 


Just a suggestion 


From Mr. Henry J. 
Commercial Section: 

“I believe that every man who attends 
the sessions of the Commercial Section in 
Seattle is going to be surprised and im- 
mensely gratified at the substantial and 
constructive character of the material that 
will be presented there. Our committees 
have been made up of the best thought, the 
best experience, and the hest ability and 
enthusiasm in the industry and they have 


Gille, Chairman, 
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VIEW IN RECEPTION ROOM, ELECTRIC SHOP. 
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ELECTRIC SHOP-CHICAGO 


Electrical Goods by Mail 
erorere 


HE facilities offered by ELECTRIC SHOP for securing 
lamps, heating appliances and utensils by mail are almost 
unlimited. You can purchase lamps of practically any design and 
at all prices, so that any of your customers may be suited. The 
latest designs of almost every guaranteed appliance or utensil are 


in stock. 


ELECTRIC SHOP consists of a number of spacious rooms 
devoted to the display and demonstration of things electrical for 
the home. It is the exhibition and retail salesroom of the 


Commonwealth Edison Company. 


The stock from which you may choose is the most extensive 
in the country. Select an article from our catalog, or write describ- 


ing the lamp or electrical utensil you want. Your orders, large or 


small, will have our immediate and careful attention. 
Catalog sent on request 


RRS 


ELECTRIC SHOP-CHICAGO 


Mail Order Department 


Jackson and Michigan Boulevards 
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worked hard. ‘Their reports are based 
the testimony of the entire field. 

“The three text books which have be:-y 
compiled this year will be of great practic | 
value to the men who are developing t\\e 
greater market for industrial lighting, de: 
rative street lighting, and residence service 
The Commercial Index will provide a d: 
book embracing the scope of the salesmay’s 





H. J. Gille, Commercial Agent Minneapolis General 
Electric Co., Minneapolis, Minn. 


work and in a form that will be of constant 
suggestive value to him, making it possible 
for him to keep himself thoroughly posted 
at all times. We feel that we have accom- 
plished a long step towards the establish- 
ment of those exact books of reference 
which are so sorely needed for the education 
of both the central station salesman and 
the public. 

“The Commercial Section has certainly 
proved its opportunity and justified its 
institution and I believe we can look forward 
to a future of the most inestimable service to 
the industry.” 


From Mr. L. R. Wallis, Chairman, Elec- 
tric Vehicle Committee: 

“The electric vehicle department of the 
central station is becoming of such impor- 
tance that the committee deemed it advis- 
able to investigate the conditions as they 
exist in different parts of the country with 





L. R. Wallis, Supt. Sales Dept. Edison Electric Illq. 
Co., Boston, Mass. 


regard to central station practice, the alti- 
tude of the public, and the future possibili- 
ties of electric vehicles, if intelligently 
developed. 

“Our report contains a table showing tie 
number of electrics in use by the central 
stations, the number of gasoline machines 
and horses in commission, and the numlr 
of electric vehicles in use by the public 1 
the territories served by these stations, | |! 
of which data is classified according to t \¢ 
population of the cities in which the co: 1- 
panies operate. Other information is '?- 
cluded, showing the attitude, policy, t :¢ 
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ates in vogue, together with methods used 
» foster the industry; also, a number of the 
iggestions made by the reported companies 
to the best methods for the popularizing 
electric vehicles in the various territories. 

i is believed that the report contains much 
which will prove of interest to member com- 
»anies in throwing light on electric vehicle 
xoblems, and it is expected that the dis- 
cussion following the reading of the report 
vill bring out much information and advice 
which the central stations cannot afford to 


miss. 


From Mr. W. H. Hodge, Chairman, Elec- 
tric Advertising and Decorative Street 
Lighting Committee: 

“The Commercial Section last year com- 
bined the committees on Electric Advertis- 
ing and Ornamental Street Lighting and 
instructed the chairman to devote particular 
attention to ornamental street lighting, as a 
very complete report was made by the 
Electric Advertising Committee in 1911. 
The new committee was instructed to issue 
a book on ornamental street lighting for 
general distribution among the public by 
central station companies and manufac- 
turers. This it has proceeded to do at the 
expenditure of considerable time upon the 





Wm. H. Hodge, Publicity Manager H. M. Byllesby & 
Company, Chicago, Ill. 


part of the various members of the commit- 
tee and at considerable expense. 

“Information was -collected from com- 
mercial bodies throughout the United States 
and Canada, and every effort was made to 
view the subject in a broad way and to 
appreciate the side of the public as well as 
that of the central station. We learned 
that ornamental street lighting presents a 
field practically undeveloped in a_ wide 
sense and that the possibilities have been 
only slightly realized. We found that ac- 
curate data were hard to obtain but we 
succeeded in collecting a fair amount of 
information which will be presented in 
detail to the Commercial Section in the 
report of the committee, the most of it 
being reflected in the book for popular 
distribution. 

“The work of the committee on Electric 
Advertising and Ornamental Street Light- 
ing has been guided entirely by what we 
believe to be practical; that is, we have 
endeavored to secure and place at the 
command of the Commercial Section only 
that which we thought would be of compre- 
hensive service commercially.” 


From Mr. E. H. Beil, Chairman, Indus- 
trial and Commercial Lighting Committee: 

“Our committee feels that it is, in many 
Ways, doing pioneer work. Central station 
men have not generally considered indus- 
trial lighting as desirable business and have 
paid but little attention to it, but as was 
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stated by a prominent commercial manager 
of the South, ‘An enlightened self-interest 
requires that central stations take an active 
part in the introduction not only of power 
but of lighting equipments in industrial 
plants. It is this kind of service that satis- 
fies customers and satisfied customers mean 
more sales.’ 

“The work of this committee has been 
almost entirely restricted to the preparation 





E. H. Beil, Day and Zimmermann, 
Philadelphia, Pa. 


of a text-book on industrial lighting for the 
use of central station salesmen primarily, 
but so written that it will serve as effective 
educational advertising to put in the hands 
of industrial plant managers. The book 
contains a large amount of definite and 
usable data, many very excellent pictures of 
industrial lighting installations, and a re- 
sume of the most effective arguments in 
favor of good lighting as a means of pro- 
moting industrial efficiency. 

* “Modern Industrial Lighting,” which is 
the title of this text-book, will be sold in 
quantity to Class A members for distribu- 
tion and use not only among commercial 
departments but also for popular distribu- 
tion. Numerous manufacturers of indus- 
trial lighting equipment also have signified 
a desire to secure copies for use among their 
salesmen, agents, and prospects. Because 
of this expected wide distribution, the make- 
up of the book is inexpensive, yet it is well 
printed on good paper and carries an effect- 
ive cover design which cannot fail to arrest 
the interest and attention of any prospective 
customer to whom it may be sent.” 


From Mr. Joseph F. Becker, Chairman, 
Residence Business Committee: 


“The ‘Residence Business’ Committee’s 





Joseph F. Becker, Sales Manager United Electric 


Light & Power Co., New York City. 


report consists of 260 replies received from 
a list of 51 questions sent to central stations 
throughout the country covering the prog- 
ress they have made in securing residence 
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business, the results of the use of the tung- 
sten lamp in this connection, the attitude 
of the electrical contractor on the question 
of wiring and the progress and development 
of household electrical devices. In addition 
the Committee has outlined the policy and 
method employed by several prominent 
central stations in securing residence busi- 
ness on installment wiring plans, ete. 

“The manufacturers of appliances have 
responded generously and we show in the 
report numerous illustrations and descrip- 
tion of the latest electrical domestic devices 
manufactured in the past year. The report 
also contains an outline of the results ob- 
tained by the use of the ‘Excess indicator,’ 
as applied to residence business. 

“The attitude of the electrical contractor 
is briefly outlined more from the contract- 
or’s standpoint than from that of the central 
station, as it was the desire of the committee 
to secure an expression from a representative 
contractor’s association covering conditions 
as they exist today.” 


From S. Morgan Bushnell, 
Steam Heating Committee: 

“Inasmuch as the Steam Heating Com- 
mittee has been acting this year in behalf of 
the Commercial Section, it was natural that 
it should consider the subject from a com- 
mercial standpoint, and the report of the 
committee will be found to deal mainly with 


Chairman, 








S. Morgan Bushnell, Commonwealth Edison Co 
Chicago, Til. 


commercial features involved in the sale of 
steam. There has been cordial co-operation 
among the members of the committee itself, 
and we have met with a very pleasing 
response from the various heating companies 
to whom we have gone for information. A 
great deal of valuable data was submitted 
and though it was impossible to submit 
in the report some of the data and forms, 
owing to considerations of space, they were 
of material advantage in arriving at 
conclusions. 

“While to some the report may seem 
incomplete, owing to the fact that a great 
many phases of the heating question are 
not touched upon, it has been hoped that 
by confining the work strictly to the com- 
mercial phase of the business the result 
might be more satisfactory than it would 
have been had the committee attempted in 
a single report to touch upon all the different 
branches of the large subject of 
heating.” 


steam 


From Mr. John W. Mever, Chairman, 
Commercial Electric Refrigeration, Venti- 
lation, and Laundry Machinery Committee: 

“The committee has prepared a report 
covering refrigeration, ice-making, ventila- 
tion, and laundry machinery. We have 
succeeded in preparing interesting curves 


Continued on page 264 
I 























ELECTRICAL MERCHANDISE 





June, 1912 





t! 
il 


_———-=—= A 


SSS Sar 


a 


‘ 
rd 


Ait 
Now That We're All Together, [it's 


of Incandegen 


OUR plant and one in the next town, may : 
have the same type of engines, boilers and 
generators, but one service 1s good and the 
other poor. Or, take a case that’s even 
closer: you may have had an engineer last year who 
kept everything running like clockwork, while the 
present engineer, with a lot of 1 improvements charged 
against the plant, 1s always “up against it.” 


What makes the difference ?—INDIVIDUALITY. 


To say that all makes of incandescent lamps are identical 
is as inaccurate as to say that all lighting service and all 
engineers are alike. They’re not. 





While Buckeye Lamps are manufactured under standard 
specifications, by standard processes, the INDIVIDUALITY of 
the Buckeye organization is what counts. Buckeye operatives 
are more highly skilled; Buckeye inspectors keener and more 
exacting than the standards require. It is a fact well 
known that in so simple a process as iron casting, the 
INDIVIDUALITY of plant and workmen results in wide 
variation in quality. Is it not reasonable to suppose that this 
truth applies also to the extremely delicate and difficult 
processes of incandescent lamp manufacture? 


THE BUCKEYE EC 


Of General> Com, 


CLEV@AND 
CHICAGO PITMURG 
H. E. WELLS, A@pPALL# 
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t's Discuss the INDIVIDUALITY 
Je ent Lamps 


y/ ND the same factor of INDIVIDUALITY 
enters also into the service of a lamp sales 
organization. Operating under standard 
contract forms, with identical sales rules 
and uniform prices, the only advantage lies in the 
ability to serve customers promptly, accurately without 
friction. 
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The service of the Buckeye organization is 
INDIVIDUAL. Tousacustomer on hand its worth 


two on some other fellow’s books. 


We believe that we spend more time, more effort 
and more money pro rata, in “taking care” of the 
contracts we hold than does any other lamp 
organization. 


The Buckeye label means as much today as it 
did a year ago—as much as it meant five years ago. 


And the reason is INDIVIDUALITY. 


Looking at it from that angle, don’t you think you 
had BETTER BUY BUCKEYE? 


TE ECTRIC WORKS 


Generall Company 


CLEVEND 
pITMURG BOSTON 
VELLS, Ag ALLAS, TEXAS 
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(Continued from page 261) 


showing the monthly load factors in the 
various classes of refrigeration business, 
these curves clearly illustrating the value of 
this class of business. We have included 
detailed data of numerous installations, 





John W. Meyer, Power Engineer Philadelphia Electric 
Co., Philadelphia, Pa. 


showing the kwh. per cubic foot per season, 
and the kwh. per unit of material handled. 
For the benefit of central stations who are 
unable to see representative installations, 
we have included a number of interesting 
views of equipments in several industries. 
“It will be encouraging to central station 
operators to know that there are a large 
number of central stations manufacturing 
ice as an adjunct to the electrical business. 
A reference list of plants manufacturing ice is 
included in the report. Because of lack of 
sufficient reliable data, we have not included 
extended cost data. Under the heading of 
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‘Ventilation’ a general statement has been 
made showing the practice in this field of 
endeavor, particularly with reference to the 
system now in use for utilizing the air, 
rather than the control and operation of fans. 

“The report on ‘Laundry Machinery’ was 
prepared with the assistance of Mr. John 
Richmond of the American Laundry Ma- 
chinery Co. His statement. of the condi- 
tions involved in the laundry business ap- 
pears to represent the attitude of the laundry 
operators toward central stations, and for 
that reason has been included verbatim. 
The committee have added data of installa- 
tions successfully operated from central sta- 
tions, this data including the kilowatt hours, 
consumption, installation details, and a few 
illustrations.” 


From Mr. E. L. Callahan, Chairman, 
Committee on Cost of Commercial Depart- 
ment Work and Commercial Index Com- 
mittee: 

“The report on Cost of Commercial De- 
partment Work, we believe, will give some 
facts and figures which will go far towards 
answering the oft-repeated question of the 
smaller central station manager, How much 
am I warranted in spending in my efforts to 
add New Business? It will give consider- 
able data in tabulated form, to show just 
what other stations are doing in cities of 
from 15,000 up to the population of our 
largest cities. 

“The other committee’s work over which 
I am extremely enthusiastic is the Commer- 
cial Section Digest,* which will be a loose- 
leaf book filled with data on existing power, 
lighting, and other installations throughout 
the country, information such as kwh. used 
monthly, load factor, demand, and details 
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of the installation, all convincing whe 
shown to a prospective consumer. Th 
Digest will be distributed only to presei 
Commercial Section members and men wh 
take membership in the Commercial Sectio 
prior to or during the convention period ; 





Ek. L. Callahan, Mgr. New- Business Dept. H. M. Bylles- 
by & Co., Chicago, Il. 


Seattle. There will be an opportunity of 
taking membership in the Section and ob- 
taining one of these Digests on all of the 
special trains, and we believe commercial 
men will feel that this book alone is worth 
many times the small membership fee.” 


From Mr. T. I. Jones, Chairman, Com- 
mittee on Contract Order Routine: 


oer 


rhis Committee has worked earnestly 
throughout the year and will present a re- 
port which should engage the attention of 
the entire industry and if given the con- 
sideration its importance warrants will 
doubtless result in the saving of time and 
money to many companies and in improved 
relations with customers. Its report covers 











Theodore I. Jones, Gen. Sales Agent Edison Electrical 
Illuminating Co., Brooklyn, N. Y. 


practically every step from the receipt of an 
application for service until the first bill is 
rendered, and outlines a system of connec- 
tion and disconnection routine which in- 
cludes the best features used by the pro- 
gressive companies throughout the country, 
including sample forms which seem best to 
meet various situations. A number of nove! 
plans are also suggested. 

“It would be unfair to disclose or discuss 
prior to the convention the features of this 
important report. Suffice it to say that 
this subject, which is of the utmost impor- 
tance, has been handled in a broad-gauge 

*This digest of power data will form a part of th: 
Commercial Index, containing in addition, isolate: 
plant reports, commercial department system an 
report forms, and abstracts of papers and articles ap 
pearing in the trade press and before societies. Th: 
Index will be published in loose leaf form, in a rin; 
binder. About 250 pages will be issued at the Seattl 
Convention.—Editor. 
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prehensive fashion and that there are 
ry few companies indeed that will not be 
Je to adopt with advantage some of the 
ethods suggested and practices advised.” 


From Mr. C. W. Lee, Chairman, Com- 
‘ittee on Advertising and Publicity: 
‘Recommendation has been made by this 
ummittee that a definite national co-opera- 
ive advertising and publicity movement 
ould be started for the electrical industry 
hich would prove of material benefit during 
lie next few years; that a definite appropria- 
on of, say, $100,000 be used as the mark 





C.W. Lee, New York City. 


which the committee will strive for, and 
ihat this appropriation be solicited from the 
member Companies of the Association and 
from manufacturers upon the basis of, say, 
one-tenth of one per cent of sales. 

“It is our opinion that the best possible 
results could be secured by placing this 
appropriation in the hands of one organiza- 
tion fully equipped for handling display 
advertising and publicity. The work should 
he divided under two distinct heads: First, 
display advertising in magazines and news- 
papers; appropriation, $75,000. Second, 
publicity. Under this head should be in- 
cluded, first, preparation of electrical news 
matter for the ‘co-operative electrical 
page; second, preparation of electrical 
ews matter to be sent weekly to the leading 
newspapers of the country. Third, prepara- 
ion of illustrated electrical news stories and 
feature matter of the large syndicates. 
Fourth, preparation of acceptable stories for 
magazines. Appropriation, $25,000. The 
committee hopes for favorable action from 
ihe Association.” 

From Mr. F. H. Golding, Chairman, Com- 
mittee on Competitive [luminants: 


“The report of the Committee on Com- 
petitive Illuminants will be primarily de- 





EF. H. Golding, Manager Rockford Electric Co. 
Rockford, Ill. 


voted to giving the salesman an outline of 
he points which will be of the greatest 
assistance to him in meeting competition; 
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3000 


Horsepower Engine and 
Generator For Sale 


We are selling this 3000-horsepower engine, 
direct connected to a 2000-kilowatt alternating 
current generator, because of the fact that the room 
which it occupies in our Main Generating Station 
will be needed for a turbo-generator of many times 
its capacity. This engine and generator is now 
housed on skids in the yards of our Main Generating 
Station, ready for shipment. 


It is a 3000-horsepower Robert Wetherill 
Company twin tandem compound Corliss engine, 
cylinders 25 x 52 inches, with 48-inch stroke, speed 
106 revolutions per minute; and direct-connected to 
a 2000 kilowatt (old rating: will stand 25 per cent 
continuous overload) General Electric Company 
alternating current generator. Type A. Q. B., 
No. 60183, class 68, 2000 B, Form E, volts 6000, 
amperes 167. The entire equipment is in A-1 
condition, and will be sold subject to guarantee at a 
very reasonable figure. 

We are also offering for sale two Greene tandem 
compound condensing engines, each of 750-horse- 
power capacity; in good condition. Details upon 
request. 

Any inquiries regarding the above engines should 
be addressed promptly to J. W. Derrick, Purchasing 
Agent, 10th and Chestnut Streets, Philadelphia, Pa. 


OW OW 
The Philadelphia Electric Company 


10th and Chestnut Streets 
Philadelphia, Pa. 
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concrete, usable data that can be applied on 
the ‘firing line’ as an active aid in developing 
new business in a competitive situation. 
It contains many valuable suggestions re- 
ceived from member companies. 

“We have endeavored to formulate a 
report which will be of assistance to the 
entire electrical fraternity and trust that 
our committee efforts may be of service.” 

From Mr. George Williams, Chairman, 
Commercial Section MembershipCommittee : 

“At the first meeting of the Commercial 
Section at New York, last year, there were 





George Williams, H. L. Doherty & Co., 
New York City, 


826 members enrolled; today the figure 
stands at close onto 1,300. This does not 
sound like as large an increase as should 
have been attained, perhaps, but it repre- 
sents a really remarkable growth when you 
consider that a very small amount of money 
has been expended in membership develop- 
ment so far. The Commercial Section has 
chosen to devote its funds to definite, con- 
structive work, this year, to the exclusion of 
all else; we have made no extensive publicity 
campaign for the purpose of building up the 
Section membership. 

“An analysis of the membership list 
brings out some interesting facts. The big 
men joined first, not particularly the ‘big 
company men,’ but the men who stand 
large in reputation and influence in the 
industry. They recognized the opportu- 
nity. The small company men have also 
come in enthusiastically and in numbers. 
They have recognized and acclaimed the 
opportunity. When the Seattle meeting 


| 








J.C. MeQuiston, Manager Westinghouse Dept. of Pub- 
licity, Pittsburgh, Pa. 


has proved the value of the work that the 
Commercial Section is doing we believe that 
the section membership will jump to 2,500 
and over.” 


From Mr. J. C. McQuiston, Chairman, 
Exhibition Committee: 

“The Exhibition Committee has carefully 
worked out plans for the location of manu- 
facturers’ exhibits in the Armory Building 
at Seattle, Wash. Spaces are being taken 
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very, rapidly, which in a measure must be 
due to the fact that the manufacturers will 
have this unusual opportunity of having 
their products inspected by electrical men 
in the far west. 

“An effective decorative scheme has been 
worked out in color effects, and this, together 
with the special illumination that has been 
provided, will make the exhibition hall 
beautiful indeed. As in some of the former 
conventions, the opening reception will be 
held in the large meeting room which com- 
municates with the exhibition hall, thus 
lending added interest to the opening of the 
exhibits.” 


From Mr. E. W. Lloyd, Chairman, Rate 
Research Committee: 

“The members of the Rate Research 
Committee have worked hard during the 
past year, and we believe that our report 
will be of great interest and value to member 
companies. We have not by any means 
finished the work as the field to be covered 
is very wide, but, judging from the large 
number of inquiries we have had, there 
seems to be quite a lot of interest in the 
subject and we hope the report will meet 
the expectations. Particular attention has 
been given in this report to an analysis of 
the condition of residence service and 
definite recommendations have been made 
which we feel will be of great suggestive 
value to member companies.” 


From Mr. E. J. Bowers, Chairman, Com- 
mittee on Accounting: 


“The standard uniform classification of 
accounts of the National Electric Associa- 
tion which is being adopted by member 
companies is gaining great favor, not only in 
the Association, but outside. Advice comes 
from the Tacoma, Wash., Municipal Plant 
that they have put in the N. E. L. A. uni- 
form system of accounts, reflecting much 
credit on the work of the Accounting Com- 
mittee. 

“The Maryland Commission, in adopting 
the classification of accounts of the N. E. L. 
A., bespeaks not only the praise due the 
untiring efforts of the Accounting Commit- 
tee, but exemplifies the soundness and prac- 
ticability of the N. E. L. A. standard. Ex- 
tremely interesting papers have been pre- 
pared for the Seattle Convention, and as in 
past years, the accounting sessions will be 
as popular and instructive as before.” 


From Mr. E. A. Edkins, Editor, Question 
Box: 

“Such as it is, the Question Box speaks for 
itselfi—a department of the Association’s 
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activities that started ten years ago in a 
very small way and has now attained such 
proportions as will probably necessitate the 
establishment of a permanent editorial staff 
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at the Association’s headquarters in New 
York after the end of the present volume. 
In 1902 a total of about 300 questions and 
answers were handled in the Question Box. 
This year the total, including direct-by-mail 
service, will probably exceed 3,000. 

“One reason for this tremendous growth 
is that the members have learned to make 
use of the Question Box as an open forum 
for the discussion of theories and opinions, 
as a clearing house for the exchange of data, 
forms, methods, and practice, and as a 
bureau of general information to which the 
problems that constantly arise in all branches 
of the central station industry can be re- 
ferred with the assurance that they will be 
promptly and satisfactorily answered. The 
Question Box not only represents one of the 
most useful branches of work undertaken by 
the Association, in the matter of offering 
practical assistance to the smaller central 
station companies, but as a valuable educa- 
tional feature it is becoming more and more 
appreciated by the rank and file of our Class 
8 members. Perhaps one of the most sig- 
nificant results of Question Box work is the 
fine spirit of mutual helpfulness which it 
fosters throughout the Association, which 
has contributed very materially to the 
solidarity and general efficiency of the 
Association.” 


From Mr. J. E. Davidson, President, 
Northwestern Association: 

“The question the easterner asks himself 
is, ‘Why should I go to Seattle?’ The rea- 
son to the writer, as a New Englander and a 
middle-westerner now in the far west is, that 
without question, everything in the central 
station business is done on a broader scale 
and differently here than in the east. Man- 
agers of eastern communities feel pretty 


good when they earn from four to six dollars 
per capita, while out here a manager is a 
‘dub’ if he doesn’t earn, under ordinary 
circumstances, from eight to twelve dollars 
per capita and, in many instances, as high as 
twenty dollars. This is a wonderful com- 
parison when you remember that in the 





Jame y k. Davidson, G neral Manage r Pacific Pou r@o 
Light Co., Portland, Oregon 


west we do not have the industrial plants to 
which we can sell electricity in large quan- 
tities for power and heating purposes. 

“Ts not this alone worth a trip west, to 
talk with our central station managers and 
find out ‘why’ and then ‘get busy’ on new 
ideas? 

“Why is it the western managers can 
accomplish such results? THERE’S A 
REASON. Come west and find out. 

“Water power developments in the west 
are entirely different than they are in the 
east. The engineering features of such in- 
stallations will be vastly interesting and 
helpful to the work of any man in the light 








1 25 H. P. 110 volt D. C. 200 Amp. Akron 
motor, Type SE. No. 2451, 750 R. P. M., 
with iron pulley 15 inches Dia., 9 1-2 inches 
face, 2 inches bore. Base plate and 25 H. 
P. Cutler Hammer 100-125 volt D. C. 
Starting Rheostat. 

5 H. P. 110 volt D. C. 40 Amp. Type 8. B. 

Akron motor, 950 R. P. M., with base 

plate, and no pulley, No. 2774. 

10 H. P. Gardner Elevator motor, com- 

pound wound, 110 volt, D. C., 750 R. P. M. 

with iron pulley 12 inch Dia., 7 inch face, 

1 3-8 inch bore, with 1 10 H. P. 110-125 

volt Cutler Hammer elevator automatic 

controller and reversing device, No. 60836-A. 

10 H. P. 110 volt, Type SG. Akron motor, 

No. 2452, 750 R. P. M., with base plate, 

and 1 40 H. P. 110-125 volt, D. C. Cutler 

Hammer starting rheostat, Serial No. 

150764. 

85 K. W. 125 volt D. C. Akron generator, 

Style No. O. P. 2456, with iron pulley 

22 1-2 inch Dia., 20 3-4 inch face, 3 1-4 

inch bore, and two slide rails, with the 

following switchboard apparatus: 

1 Switchboard panel for equipment, 1 
Slate panel 18 inches long, 18 inches 
by 6 inches by 2 inches. 

1 15 K. W. Shunt Rheostat. 

1 1 to 1,000 Amp. Weston Ammeter and 
Shunt. 

1 G. E. Circuit Breaker, 800 Amp. 250 
volt. 

1 Knife Switch, 3-Pole, S. T. 800 Amp. 
250 volt. 

1 35 K. W. 125 volt, D. C. Akron generator, 
No. 2454, with iron pulley 12 inch Dia., 
12 inch face, 2 1-2 inch bore, and base 
plate, with the following switchboard: 

1 Ward Leonard switchboard panel with 
one circuit breaker. 


_ 


— 


— 


—_ 








Second-Hand Apparatus for Sale 


At Low Prices 


The Allegheny County Light Company, Pittsburgh, Pa. 


1 3-pole 8. T. knife switch, 1-2 pole D. T. 
knife switch. 

1 field rheostat and one iron frame. 

1 Weston ammeter and shunt, 400 Amp. 

Dimensions of the above frame: 6 feet, 2 
1-2 inches long, 17 3-4 inches wide, 2 
inches thick. 

1 Triumph 5 H. P. 500 volt, 7.5 Amp. D. C 
Motor, 1,750 R. P. M., No. 4539, with 
slide rails, and 1 500 volt, D. C. 3 1-2 to 
5 H. P. West. Starter, Style No. 11811-B. 
No pulley. 

1 35 K. W. West. 125 volt, 280 Amp. 290 R. 

P. M. Generator, D. C., Serial No. 501999, 

direct connected to West. Gas engine No. 

915. 

35 K. W. West. 125 volt, 240 Amp. 850 R. 

P. M. Generator, D. C., with cast iron 

pulley 20 inch Dia., 16 inch face. 

3 Field Rheostats for the above generators. 

1 Weston voltmeter, 0 to 150 volts, No. 
11682. 

1 Weston ammeter, 0 to 350 Amp., No 
28318. 

2 Weston ammeters, 0 to 300 Amp., No. - 
18009. 

3 Switchboards, Equip. Co. Cir. Breakers, 
200 Amp. 250 volt. No. 549, 551, 6650. 

1 West. D. C. Motor, No. 101, Type 8. open, 
15 H. P. 110 volt, 875 R. P. M., 840 Amp. 
Serial No. 884775. 

1 2 Panel Switchboard, equipped with the 
following: 

11 300 Amp. 38. P.S. T. Switches. 
3 300 Amp. I. T. E. Circuit Breakers. 
$f 350 Amp.S. P. 8S. T. Switches. 
3 500 Amp. ‘Queen & Co.”? Ammeters. 
1 50 to 130 Amp. Hartford Braun Volt- 
meter. 

300 Adams-Bagnall A. C. Are Lamps, 110 

volt, Multiple. 


— 
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and power business. All of you in the 
east have heard a great deal about the com- 
mercial clubs, chambers of commerce, and 
boards of trade in the west. You will have 
no conception of the wonderful things they 
do until you come out here; on your trip 
you will be confronted on all sides with their 
activities. You will pick up hundreds of 
ideas that you can suggest to your local 
booster organizations, and the action will 
stimulate your earnings and make every 
man in your organizations a real booster. 

“Everything has been done in Seattle and 
in all coast towns that will be touched by 
convention trains to give to every visitor 
entertainment that will be unsurpassed in 
the annals of electric light association con- 
ventions. All this will come to you at a 
very little increase in expense over that of 
attending a convention in the east, and you 
will have a wonderful trip which will allow 
you to view magnificent scenery and _ his- 
torical places. It is the greatest convention 
opportunity that ever existed. Come and 
see this great, big, live-wire west.” 




























From Mr. R. 8. Orr, President, Pennsyl- 
vania Electric Association: 

“Every electrical man who can_ possibly 
spare the time should attend the Seattle 
convention, where the year’s work of every 
bright mind in the electrical field will pass 
in critical review. Many of the great men 
of the electrical industry will be there and 
personal contact with them should prove an 
inspiration of untold value to each delegate 
and the company he represents. Those 
who have not journeyed to the Pacific will 
have revealed to them, in the west, methods 
of doing things that will broaden them and 
give them a different and larger conception 
of their country and the industry they 
represent. 

“1 would rejoice if I knew that every mem- 
ber of the Pennsylvania Association was 
planning to attend the Seattle convention. 
Important as we regard the work and pur- 
pose of our state association, we recognize 
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Orr, General Superintendent Allegheny County 
Light Co., Pittsburgh, Pa. 











the national body as the source to which we 
look for inspiration, broad plans for the 
popularization of electricity, ideas for im- 
proved methods that will benefit mankind, 
and practical suggestions for the realization 
of actual co-operation and harmony. Our 
state associations carry this message to the 
thousands of active electrical workers un- 
able to attend the national conventions and 
the larger the active representation of the 
sections in the national convention the 
better will be their work during the years 
succeeding.” 
























































From Mr. J. S$. Whitaker, President, New 
England Section: 

“Let us, all who can, attend the Seattle 
Convention. Our brothers on the Pacific 
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coast have several times crossed the conti- 
nent to attend conventions of the National 


Electric Light Association held in the far 








J.-S. Whitaker, Supt. Rockingham Light and Power Co., 
Portsmouth, N. H 


east, and now it seems to be up to us to 
reciprocate. 

“In our conventions of the New England 
Section we get very close together and dis- 
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cuss our local problems, to our mutual bene- 
fit, and come away greatly improved there- 
by. We believe that in these local conven- 
tions where our problems have a great simi- 
larity, that we are able to accomplish much 
more for our own benefit than would be 
possible in larger conventions embracing 
members representing more diversified con- 
ditions. We must not, however, allow our 
pride in the quality of our local association 
to make us provincial. We must endeavor 
to do our part for the good of the whole 
industry and to broaden our own views by 
embracing every opportunity to attend the 
national conventions and learn how our 
brothers from all parts of the country are 
making good. 


“Let us go to the Seattle convention to 
learn all we can from those who have made 
the great developments in the far west, 
extending to them the hand of fellowship, 
but not forgetting to tell them what we are 
doing in the east, for if we forget to say 
anything about our local progress, our 
brothers of the west will interpret it as 
meaning that we have nothing to say.” 








with a population of 604,800. 


A Transportation Center 


Cleveland is served by seven railroad sys- 
tems and a number of lake transit lines. It 
will soon have a Belt Line making a 19-mile 
circuit of the city. Located within 500 miles 
of 50% of the country’s total population, 
markets are accessible. It is only a night’s 
ride to 10 largest cities of the Union. 


Labor Abundant 


Labor is abundant and efficient, due to the 
great diversity of industries and good living 
conditions. Labor troubles are infrequent. 
In a decade, 1899 to 1909, number of factories 
increased from 1,349 to 2,148; number of 
wage earners from 52,862 to 84,728; pay-roll 
from thirty million to over sixty-three 
million. 


merce. 
Department. 








Cleveland 


Sixth City 


Cleveland is now the sixth largest city in the United States, 
It is fifth in value of manufactured 
products, having increased in a decade, 
$125,156,839 to $271,961,011 or 116%. 


Cleveland Is—A Good Place to Live In 
A Cheap Place to Manufacture In 
A Ready Place to Ship From 


Manufacturers desiring new locations can obtain general in- 
formation in detail from Secretary of Cleveland Chamber of Com- 
For information about electric power, address Contract 


The Cleveland Electric Illuminating Co. 


1899 to 1909, from 


Cheap Fuel and Industrial Power 


With steam coal in Cleveland as low as 
$1.30 per ton in summer and $1.60 in winter, 
and with natural gas at 13 cents per thousand 
cubic feet, power is unusually cheap.  Elec- 
tric power from Central Station is still more 
economical and efficient, being utilized by 
Cleveland factories to the extent of nearly 
80,000 horse power of connected load. 





Favorable Taxes and Living Conditions 


Cleveland is a city of homes, boulevards, 
and parks, healthfully located on the shores 
of Lake Erie. In death rate it is lower than 
any other large city of the country, excepting 
Minneapolis and Milwaukee. Its streets are 
wide, well paved, well lighted. Street car 
service excellent. Taxes average 1.836% of 
valuation. 





























The Commercial Books and the Index 


A Description of the Three Text-books and the Index Published This Year by The Commercial Section 


COMMERCIAL Index and 
three new text-books have 
been compiled and pub- 
lished this year by the 
Commercial Section, for 
distribution among its 
members and for the use of 
the industry at large. This 

is a continuation of the policy inaugurated 

last vear with the issuance of the “Data on 

Electric Signs” and “The Electric Equip- 

ment of the Home.’ The central station 

commercial man has long suffered for want 
of books of reference, and the Commercial 

Section has undertaken the task of providing 

working library that will put into the 
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This reproduction of the cover of the Industrial 
Lighting Committee's book indicates the scale on 
which their work has been done. 


hands of every man all that facts and figures 
can give him of the commercial experience 
and genius of the industry. 

At the Seattle Convention the three Com- 
mercial Section committees on industrial 
lighting, ornamental street lighting, and 
residence business will present their reports 
together with three text-books on _ their 
respective subjects, the product of a solid 
year of activity in collecting data from the 
length and breadth of the country and re- 
ducing it to a concrete, usable form. that 
may be employed by the salesman himself 
under all conditions. The Commercial In- 
dex has been organized and ,developed by 
a special committee and will be maintained 
at the Section headquarters in New York. 

Mr. Gille’s administration has accom- 
plished many things for the Commercial 
Section, but to the individual salesman and 
his day’s work these three books will stand 
out as the big achievement of the Seattle 
meeting. 


The Industrial Lighting Book. 


The committee on Industrial Lighting, 
composed of E. H. Beil, chairman, C. E. 
Robertson, G. H. Stickney, B. F. Fisher, Jr., 
and Frank B. Rae, Jr., secretary, has pub- 
lished a 48-page booklet of standard N. F. 
L. A. Bulletin size, entitled ‘Modern In- 


dustrial Lighting,” a treatise on the modern 
practice of this new and _fast-developing 
field of specialized illumination. A list of 
the chapter and department headings gives 
a good idea of the character and scope of 
the work: 

The Arguments in Favor of Good Light- 
ing. 

Light, an Item in Cost of Production. 

Illumination vs. Industrial Accidents. 

Design of Industrial Lighting Installa- 
tions. 

Localized Lighting. 

General Illumination. 

Combined General and Localized Hlumi- 
nation. 

Intensity of Illumination. 

Requirements of Processes. 

Industrial Lighting Practice. 

Classified Processes. 

Under these classified processes are listed 
46 varied applications ranging from laun- 
dries to cotton mills and from the drafting 
room to the foundry. This section repre- 
sents an enormous fund of experience and 
research and offers exact recommendations 
for the complete equipment of every part of 
the plant. Diagrams are introduced to 
show the relative position of the lamps and 
the machine or bench illuminated and the 
advantages of efficient illumination are strik- 
ingly illustrated by a remarkable collection 
of photographs. This book was written 





Philip S. Dodd, Secretary Commercial Section 
NE. L. A., to whose tireless efforts the year's accom- 
plishments are largely due. 


by Mr. G. H. Stickney and Mr. Frank B. 
Rae, Jr., in collaboration and will be an 
inspiration and guide to every central station 
salesman. An attractive cover design, in 
color, adds to its appeal for popular use. 


The Ornamental Street Lighting Book. 

The committee on Electric Advertising 
and Ornamental Street Lighting, composed 
of W. H. Hodge, chairman, Henry Schroe- 
der, T. G. Whaling, C. L. Eshleman, A. 
Larney, B. W. Mendenhall, and Claude 
Bender, secretary, has published a 36-page 
book of standard N. E. L. A. Bulletin size, 
written by Mr. Waldemar Kaempffert, from 
information compiled by the Committee 
members and gleaned from the entire coun- 
try. It is profusely illustrated with full- 
page day and night views of ornamental 
street lighting in cities of varying size and 
character. The scope of the text is indi- 
cated by the section headings: 

The Business Side of Street Lighting. 

Lighting—-Right and Wrong. 


How Business Sections Should be Lighted. 

How Residential Sections Should be 
Lighted. 

Lighting the Public Park or Drive. 

How Electric Signs and Window Lighting 
Affect the Street. 

Systems of Ornamental Street Lighting. 

What It Costs to Light a Street. 

Posts for Ornamental Municipal Lighting 

Standards. 

Globes and Reflectors. 

Accessory Apparatus. 

Then follow classified lists of cities where 
ornamental street lighting has already been 
installed and manufacturers of equipment. 

One interesting feature of this book is a 
series of foot-notes, appearing on every 
reading page, quotations from testimonial 
letters signed by officers of commercial 
clubs, boards of trade, chambers of com- 
merce, and municipal commissioners, all 
testifving to the success of ornamental street 
lighting in these respective cities. These 
are well-chosen to pay tribute to every good 
influence of the modern “great white way.” 
It will prove a strong sales factor in the 
hands of the central station salesman. 


The Residence Business Book. 

The committee on Residence Business, 
composed of Joseph F. Becker, chairman, 
S. M. Kennedy, G. B. Griffin, F. H. Gale, 
E. A. Norman, G. C. Osborne, F. D. Pem- 
bleton, and N. H. Boynton, secreiary, has 
compiled and published a report on residence 
service, a compendium of central station 
practice in this field, for the use and guid- 
ance of the commercial man. It has also 
prepared and published a book so written 
that it may be given a popular distri- 
bution as sales ammunition, though the 
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effort has been not to daplicate “The Elec- 
tric Equipment of the Home,” issued by the 
Section last year. The report is based on 
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The Convention Program 






National Electric Light Association 
Seattle, June 10-13 





General, Executive, Technical, Accounting, Commercial, 
Power Transmission, and Public Sessions 





TUESDAY, 10 A. M. 

First General Session 

1—Welcome to the City; 2—Address of President Gilchrist; 3—An- 
nouncements; 4——Report of Committee on Organization of the Industry 

H. H. Scott; 5—Report of Secretary—T. C. Martin; 6—Report of 
Insurance Expert—W. H. Blood, Jr.; 7—Report of Committee on Prog- 
ress—T. C. Martin; 8—Report of Library Committee, Report of Hand- 
book Committee—Arthur Williams; 9—Report on Question Bor—E. A. 
Edkins; 10—Paper: Expanded Loyalty—Paul Lupke. 


TUESDAY, 2:30 P. M. 


First Commercial Session 

1—Address of Chairman of Section—H. J. Gille; 2—Address: Com- 
mercial Development of the Electrical Industry—W. W. Freeman; 3— 
Report of Committee on Membership—George Williams; 4—Report of 
Committee on Steam Heating—S. M. Bushnell; 5—Report of Committee 
on Electric Refrigeration and Ventilation—John Meyer. 


TUESDAY, 2:30 P. M. 


First Accounting Session 

1—Report of Committee on Uniform Accounting—E. J. Bowers; 2— 
Paper: Incandescent Lamp Accounting of the New York Edison Co.— 
W. H. Bogart; 3—Paper: Handling and Accounting for Scrap Materials— 
Chas. E. Bowden; 4—Paper: General Filing Systems—R. H. Williams. 


TUESDAY, 2:30 P. M. 


First Technical Session 

1—Report of the Meter Committee—O. J. Bushnell; 2—Paper: 
Meter Setting—S. D. Sprong; 3—Report of Committee on Grounding 
Secondaries—W. H. Blood, Jr.; 4—Report of Lamp Committee—F. W. 
Smith; 4—Report of Committee on Electrical Measurements and 
Values—Dr. A. E. Kennelly, (to be read with Lamp Report); 5—Paper: 
Line Voltage—R. E. Campbell. 


TUESDAY, 8:30 P. M. 


First Power Transmission Session 

1—Address of Chairman—Henry L. Doherty; 2—Report: The Use of 
Electricity for Irrigation and Agricultural Purposes—C. H. Williams, 
(illustrated by lantern slides and motion pictures.) 


TUESDAY, 8:30 P. M. 


Second Commercial Session 

1—Report of Committee on Residence Business—J. F. Becker; 2— 
Report of Committee on Industrial and Commercial Lighting—E. H. 
Beil; 3—Report of Committee on Competitive Illuminants—F. H. 
Golding; 4—Report of Committee on Electric Advertising and Decora- 
tive Street Lighting—W. H. Hodge. 


WEDNESDAY, 10 A. M. 


Second General Session and Executive Session 

1—Report of the Rate Research Committee—E. W. Lloyd; 2—Paper: 
The Desirability as a Central-Station Load of Pumping for Municipally- 
Owned Water-Works—Chas. A. Munroe; 3—Paper: Educating Central- 
Station Employees—H. E. Grant. (To be discussed in Company Section 
Meeting, Thursday, P. M.) 
Executive Session (12 or 12:30) 

1—Action on Report of Public Policy Committee—Arthur Williams; 
2—Presentation of Proposed Constitutional Amendments—Frank W. 
Frueauff; 3—Report of Treasurer—G. H. Harries; 4—Election of Nomi- 
nating Committee. 


WEDNESDAY, 10 A. M. 


Second Technical Session 

1—Report of the Committee on Terminology—W. H. Gardiner, Jr.; 
2—Paper: New Current-Consuming Devices—¥. N. Jewett; 3—Paper: 
24- Hour Service in Small Central Stations—Taliaferro Milton; 4—Report 
of Committee on Overhead Line Construction—Farley Osgood. 





WEDNESDAY, 10 A. M. 


Second Accounting Session 
1—Paper: Proper Accounting for the Sale of Electric Devices—L. M. 
Wallace; 2—Paper: Scientific Management of an Accounting Department— 





Franklyn Heydecke; 3—Paper: Central-Station Motor Vehicle Costs and 
Their Distribution to Accounts Benefitted—E. C. Scobell. 


WEDNESDAY, 2:30 P. M. 


Second Power Transmission Session 

1—Paper: Work and Publications of the U. S. Government Relating to 
Hydro- Electric Development—J. S. Hoyt; 2—Report of Power Trans- 
mission Committee of the Association—J. R. McKee; 3—Report of 
Committee on Power Transmission Progress—T. C. Martin; 4—Paper: 
Switchboard Practise for High-Tension Power Transmission—Stephen 
Q. Hayes. 


WEDNESDAY, 2:30 P. M. 


Third Commercial Session 

1—Report on Electric Vehicles—L. R. Wallis; 2—Report: Electricity 
en Rural Districts—J. G. Learned; 8—Paper: A Plan for Increasing 
Power Load—H. W. Cope; 4—Report: Selling Current to Larger Power- 
Users—Joseph Lukes. 


WEDNESDAY, 2:30 P. M. 


Third Accounting Session 

1—Paper: Regulated Electric Light Accounting—H. M. Edwards; 2— 
Paper: Progress Made in the Uses of the Tabulating Machine—Mr. 
Schmidt, Jr. 


WEDNESDAY, 8:30 P. M. 


Public Policy Session 

1—Musical Program; 2—Reading of Report of Public Policy Com- 
mittee—Arthur Williams; 3—Report of the Medical Commission of 
Resuscitation from Shock—W. C. L. Eglin; 4—Lecture: Electrification 
of the Panama Canal (illustrated by lantern slides). 


THURSDAY, 10 A. M. 


Fourth Commercial Session 

1—Report of Committee on Cost of Commercial Department Work— 
E. L. Callahan; 2—Report of Committee on Contract Order Routine— 
T. I. Jones; 3—Report of Committee on the Commercial Index—E. L. 
Callahan; 4—Paper: Ozonators and Their Exploitation by the Central 
Station—M. O. Troy. 


THURSDAY, 10 A. M. 


Third Technical Session 

1—Report of Committee on Prime Movers—I. E. Moultrop; 2— 
Report of Committee on Electrical Apparatus—L. L. Elden; 3—Report 
of Committee on Underground Construction—W. L. Abbott; 4—Paper: 
Care and Operation of Transformers—W.M. McConahey. 


THURSDAY, 2:30 P. M. 


Third Power Transmission Session 

1—Report of Committee on Receiving Apparatus for Use on Trans- 
mission Lines—F. B. H. Paine; 2—Paper: Corona on High-Tension 
Lines—G. Faccioli; 3—Report of Committee on Protection from Light- 
ning and Other Static Disturbances—S. D. Sprong; 4—Topical Discus- 
sion (time permitting). 


THURSDAY, 2:30 P. M. 


Third General Session and Executive Session 

1—Paper: Some Uses of Metals—Dr. W. R. Whitney; 2—Report of 
the Committee on Street Lighting—John W. Lieb; 3—Report of the 
Committee on Memorials—T. C. Martin; 4—Report of the Committee 
on Constitutional Amendments—Frank W. Frueauff; 5—Vote on Con- 
stitutional Amendments; 6—Report of Nominating Committee; 7— 
Election of Officers; 8—Adjournment. 


THURSDAY, 3 P. M. 





Company Section Session 

1—Report of Committee on Award of Doherty Gold Medal—W. W. 
Freeman; 2—Discussion of Grant Paper; 3—The Proposed Company 
Section Lecture Bureau—T. C. Martin; 4—Experience Meeting as to 
Company Section Work. 
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(Continued from page 269) 

260 replies to a list of 51 questions sent to 
central stations throughout the country 
covering the progress they have made in 
securing residence business, the results of 
the use of the Mazda and tungsten lamps in 
this connection, the attitude of the electrical 
contractor on the question of wiring, and the 
progress and development of household 
electrical devices. In addition the Com- 
mittee has outlined the policy and method 
employed by several prominent central sta- 
tions in securing residence business on in- 
stallment wiring plans. 

The book is generously illustrated to por- 
tray the existing scope of modern domestic 
service, and is made up a handy size for 
enclosure in ordinary mail and convenient 
to the pocket. It was written by Mr. 
Napoleon H. Boynton in collaboration with 
other committee members. 


The Commercial Index. 

Somewhere between 250 and 300 pages of 
the Commercial Index will be ready for 
distribution at the Seattle Convention, and 
the industry will have an opportunity to 
judge of its scope and application. It will 
probably be the most popular product of 
the Commercial Section; it fills a want long 
suffered. The Commercial Index is to be 
a permanent digest of central station com- 
mercial data and information of every de- 
scription, a classified handbook covering all 
phases of the work to be maintained by the 
central bureau of the Section and distributed 
among its members. 

This material will embrace power data, 
reports on isolated plants, system forms, 
suggestions for commercial organization and 
short abstracts of all articles appearing in 
the trade press, which carry useful informa- 
tion or suggestions of a commercial character. 
This opens a wonderful opportunity for the 
salesman. The power data alone, which 
will be placed in his hands through the 
Index, represent the product of years of 
patient effort on the part of the leading 
experts of the country. It represents the 
output of the statistical forces of several of 
the larger companies, and the expenditure 
of vast sums of money in research and com- 
pilation. It has been freely given for the 
benefit of the industry as a whole. 

The data will be printed on loose leaves 
and issued in a ring binder, with proper 
classification. Every member of the Com- 
mercial Section will receive a copy and the 
continuous service. 

With the Commercial Index in hand, the 
small company man need no longer feel a 
handicap. 


THE COMMERCIAL SECTION COMMITTEES 


Henry J. Gitte, Chairman 
Puitie S. Dopp, Secretary 


Cost of Commercial Department Work. 
E. L. Callahan, Chairman, Chicago, II. 
J. G. Learned, Secretary............Chicago, Ill. 
| ad ao aa .....Malden, Mass. 
a . .St. Louis, Mo. 
J. E. Davidson. ... Portland, Ore. 
H.C. Bady...... . New York City 
H. N. McConnell ...New York City 
Competitive Illuminants. 
KF. H. Golding, Chairman, Rockford, II. 
Ward Harrison, Secretary . . Cleveland, Ohio 
W. DA: Ryan. ...... Schenectady, N. Y. 
Norman Macbeth. . Bloomfield, N. J. 
B. H. Gardner. . . . Waterbury, Conn. 
(AL | eres er oer Muncie, Ind. 
C.S. Walton Los Angeles, Cal. 


Steam Heating. 
S. Morgan Bushnell, Chairman, Chicago, Ill. 
A. D. Spencer, Secretary. ......... Detroit, Mich. 
Bee eta M RR as ici gk do, Ware Seattle, Wash. 
Eugene Holcomb. . . . ....5t. Paul, Minn. 
EE... Tweedy. ........ .. New York City 
Davis S. Boyden... . ..... Boston, Mass. 
Thos, DOBAHOB . o-4:..46% 6 <ccbeaeots Lafayette, Ind. 
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Selling Current to Large Power Users. 

Joseph Lukes, Chairman, Reno, Nevada. 
Stanley Walton, Secretary... .San Francisco, Cal. 
Rg Oe 3... Stee Everett, Wash. 
Chas. Robbins. ....... ...East Pittsburgh, Pa. 
M.C. Osborne... . . . Spokane, Wash. 
S. M. Kennedy... Los Angeles, Cal. 
W. M. Shephard San Francisco, Cal. 


Residence Business. 

J. F. Becker, Chairman, New York City. 
N. H. Boynton, Secretary . . .Cleveland, Ohio 
S. M. Kennedy . Los Angeles, Cal, 
G. B. Griffin East Pittsburgh, Pa. 
Schenectady, N. Y. 
. New York City 
.. Harrison, N. J. 
..Newark, N. J. 

Industrial and Commercial Lighting. 

E. H. Beil, Chairman, Philadelphia, Pa. 
F. B. Rae, Jr., Secretary . ... New York City 
B. F. Fisher....... . Bloomfield, N. J. 
Geo: EE. SUcCKHEYy:. ... occ. ie cece Harrison, N. J. 


Commercial Electric Refrigeration and Ventilation. 
John Meyers, Chairman, Philadelphia, Pa. 
J.C. Brooks, Secretary............. Chester, Pa. 
F. M. Kimball .......Lynn, Mass. 
te re East Pittsburgh, Pa. 
C. K. Nichols. ...... ..+.....~New York City 
Geo. H. Jones... ... ......Chicago, Ill. 
C. A. Graves. . . Brooklyn, N. Y. 


Electric Advertising and Decorative Street Lighting. 
W. H. Hodge, Chairman, Chicago, III. 
Claude Bender, Secretary . Cleveland, Ohio 
Henry Schroeder . Harrison, N. J. 
T. G. Whaling. . Bloomfield, N. J. 
C. L. Eshleman. . . Cleveland, Ohio 
| St. Paul, Minn. 
B. W. Mendenhall Salt Lake City, Utah 


Contract Order Routine. 
T. I. Jones, Chairman, Brooklyn, N. Y. 


F.H. Gale... . 

E. A. Norman.... 
G.C. Osborne. . . 
F. D. Pembleton. . 


M.S. Seelman, Secretary . . . Brooklyn, N. Y. 
Bows EAI. es hee ; Boston, Mass. 
C. A. Littlefield... . New York City 
C.N. Stannard. . Denver, Colo. 
E. W. Lloyd. .. Chicago, Ill. 
J.D. Israel... .. Philadelphia, Pa. 


D. Burnett Baltimore, Md. 
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Membership. 

George Williams, Chairman, New York City. 
W. W. Dodd, Secretary . . New York City 
J. Robert Crouse. . Cleveland, Ohio 
J.C. McQuiston. . East Pittsburgh, Pa. 
F. H. Gale... . Schenectady, N. Y. 
H. M. Winter .. Seattle, Wash. 
E. B. Strong. . San Francisco, Cal. 

Electric Vehicles. 

L. R. Wallis, Chairman, Boston, Mass. 
Bernard Lester, Secretary East Pittsburgh, Pa. 
P. D. Wagoner Long Island City, N. Y. 
W. J. Grambs Seattle, Wash. 
A. W. Childs. Los Angeles, Cal. 
W. Ekstromer Denver, Colo 
Earnest W. Lunn Chicago, Ill. 


Commercial Index. 
KE. L. Callahan, Chairman, Chicago, Il. 


T. I. Jones. Brooklyn, N. Y. 
E. W. Lloyd Chicago, Ill. 


Committee on Electricity in Rural Districts 
E. B. Walthall, Chairman Fresno, Cal. 
E. P. Edwards Schenectady, N. ¥ 
F. G. Larned. Chicago, Ill. 
F. M. Cronise San Francisco, Cal. 
E. L. Montgomery Newark, Ohio 
S. M. Kennedy Los Angeles, Cal. 
S.S. Wheeler Ampere, N. J. 


Advertising and Publicity 

C. W. Lee, Chairman, New York City 
Frank B. Rae, Secretary New York City 
M.C. Rypinsky New York City 
F. H. Gale. . Schenectady, N. Y. 
George Williams New York City 
J. Robert Crouse Cleveland, Ohio 


Committee on 


Robert C. Leonard. 


Mr. Robert C. Leonard has been appoint- 
ed manager of the new-business department 
of the Oklahoma Gas and Electric Company, 
Oklahoma City, Okla., to succeed Mr. A. 
Larney, who has been transferred to St. 


Paul, Minn. 








Colorado Springs 
The Boardwalk of the West 

















Members of the 


my Be 


are always 


WELCOME 


A specially cordial invitation to visit 
our Commercial and Engineering 


Departments is extended to our 


Eastern friends this year. 





Colorado Springs Light, Heat & Power Co. 


Colorado Springs 
- Colorado 

















ELECTRICAL MERCHANDISE June, 1912 








HE New York Edison Company 
extends its congratulations to the 
members of the National Electric 
Light Association attending the 1912 
convention at Seattle. The 1911 
convention in New York, left many 


delightful memories. 
Always at your service 


The New York Edison Company 
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The City of Electrical Opportunity 


Being the Honest Opinion of One Who 
Has Been There. 


oe 
Frank B. Rar, Jr. ] ur ousan 
To folk who haven’t been there, Warren is 


just a dot on the map. The map of Ohio 
is pretty well covered with dots just the 


same size as the Warren dot, all carefully 
placed by a clerk in Rand-McNally’s map 
factory. Neither the clerk who put it there 0 a S 
nor the average man who sees it ever thinks 


what that dot means. But to the electrical 
man who has dropped off the nine-five going 
east the dot labeled Warren looms big with : 
significance. And the reason is this: W orth of 
Warren is the electrical opportunity of the 
day. This small city there offers greater 


opportunity for the manufacturer of elec- 
trical goods to win substantial success, than 
any other town this side of millennium. 
In the electrical industry, success consists bi 
in having good goods and in “belonging.” yee 
Even a fellow whose goods are no good can 


make a go of it if he really “belongs.” The 
fraternity spirit among electrical men is 
something which the outsider can’t under- 
stand and something which the “butter-in” 
can’t overcome. It’s as bad as New York’s 
400, or the Skull and Bones frat. at Yale— 
you've got to be “tagged” before you can 


‘ 
get past the bouncer, but once in you hold a 

life membership and everybody stands ready 

to boost your proposition. 


And so the reason why Warren represents 
opportunity to the electrical man is because 
in that small city—represented on the map 
by a dot the size of a pin-head—s the finest 
little fraternity of electrical men in this 
round world. They’re all young, all success- 
ful, all “live wires,” and all boosting for 
Warren. They’re ready to welcome new 
electrical industries—anxious, in fact, to 
secure them. They already speak of their 
town as “the electrical centre of the middle 
west,” and they propose to make this boast 
good not only by building their own business 
bigger every year but by encouraging other 
electrical manufacturers to join their colony. 
And their practical encouragement and co- 
operation almost guarantees success to the 








for the 








man who accepts it. Our agents, the Northwestern Supply 
It’s an opportunity which, if I were in the , Y 

manufacturing business, I'd be quick to Co., have been awarded the City of Seattle 

grasp. If I were to establish a plant, the only hs : 

place I'd think about would be Warren. lamp contract wW hich calls for $84,000.00 
Enthusiasm, no matter how genuine, 

won't go far to build a city or induce indus- worth of Packard N lazda and Gem 

tries to settle unless that enthusiasm is 

backed by natural advantages. Warren Lamps. 

has enough advantages to equip three or ; : . 

four cities of its size. .It has good water, The street lighting svstem alone will take 

good roads, a good sewerage system, and a - 


sanitary code that has almost eliminated the over 3,500 Packard Street Series Mazda 
death rate. 


Its public utilities are under 
aggressive and progressive management. Lamps. 
There are schools, churches, societies, and 
clubs in plenty. Because everybody is 


boosting Warren and spending money at We are shipping Packard lamps to 


home, the shops are exceptionally well 7 4 . . 2 aaa 
stocked with the best merchandise. Some Seattle In Car load lots to apply on the City 
80 per cent of the people own their homes— - r eer Ne 

and keep them in such condition that the and other large lamp contracts in Seattle 
ity is easily the most beautiful of its size in XT . 

even states. The banks are in business to and the Northw est. 


erve Warren and not Wall Street; when the 
anic of 1907 tied up half the banks in the 
ountry, the Warren banks continued to 






cash checks with real money. Also the yon b 

ieople use the banks, as is attested by the SF AESS PSS SRK we 
‘4,700,000 deposits—%425 per capita. Fi- : - — os 
ially, the city is blessed with a Board of OF GENERAL ELECTRIC CO 


‘rade that works without wrangling. Some 
wo hundred and fifty of the live business 
nd professional men of the community are 











(Continued on page 276) 
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NATIONAL 





Packard Lamps 


made in the well-known lamp 
manufacturing City of War- 
ren embody the most advanced 
knowledge and refined skill 
known to the art of incandes- 
cent lamp making. Produced 
under these favorable condi- 
tions they have an established 
reputation for their high qual- 
ity. 






OF GENERAL ELECTRIC co 








Warren, Ohio 





Minute Man 


The “up-to-the-minute” service 
which we guarantee to all pur- 
chasers of Colonial Lamps is due 
no less to the efficiency of our 
own organization than to the 
aggressiveness and progressive- 
ness of our agents. 


Colonial Agents are everywhere. 
They are the modern minute 
men, always ready to render im- 
mediate service. Let us give you 
the nearest agent’s name. He 
can meet yourrequirements from 
stock. 


Colonial Electric Works 


Of General Electric Company 


Warren, Ohio 
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Warren, Ohio 


The Mazda Lighted City 
and the Home of 


Peerless Sign Lighting 
Transformers 





We manufactured the first complete 
line of Tungsten Sign Transformers 
placed on the market and have never 
had a burnout. May we quote you? 








THE ENTERPRISE ELECTRIC CO. 


WARREN, OHIO 


‘Best Transformers for all Purposes’’ 
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Shows the first complete Mazda 
installation in the world. Mazda 
street lighting, covering every 
street in the City of Warren as 
far as the corporation limits, was 
originated by us and the first 
lamps used were 


Sterling Mazda Lamps 
These lamps superseded 161 
open arc lamps, and gave Warren 
the best and most satisfactory 
street lighting in America. 


We will be glad to send complete data on this 
and other installations of Mazda lighting. 


STERLING ELECTRIC LAMP WORKS 


of General Electric Company 
Warren, Ohio 











tee 
y \ 


The county seat of J rumbr 
Mahoning River, 53 mil 
Cleveland on direct | ne to 


are 15,000 people in Wari 


We Offer Exceptional O; 
Industries—Especially: E] 
If You Contemplate Oper 
or Removing Your Old 











Mazda Illumination, Market Street, Warren One of the hand 


Factory Sites R 


The Board’ of Trade has two fine allotments | 
along three railroads and free sites may be secured ane 


of 

Industrial Advantages Cav 

Fine location near employment centers, good E 
railroad freight service, excellent shipping facilities. 

twenty-four hour electric power service, artificia! ! 

and natural gas. M 


Banks N 


Two national banks, a Savings & Trust Co., and 
a savings and loan company with a total capitaliza- | 
tion and surplus of one million dollars; deposits, four in 
and a half millions. M 


For Informe ton, 


Warren Boz ‘a 


O. R. Crimmesey, President 
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of {rumbull County, on the 
r, 53 miles southeast of 
ect |ine to Pittsburg. There 
le in Warren—a// satisfied. 


tional Opportunities to New 
cially: Electrical Industries. 
ate Opening a New Factory 
our Old Plant, Investigate 


‘en, Ohio 











‘arren One of the handsomest street lighting installations in America 
Railroads 

allotments \ Three trunk lines, the Erie, Baltimore and Ohio, 

» secured and Pennsylvania. Two branches of the Erie, two 


{ of the Baltimore and Ohio, and one of the Penn- 


sylvania. 


es «| Electric Railroads 


x facilities, 

» artificial Passenger and freight service throughout the 
Mahoning and Shenango valleys by up-to-date 
electric lines. 


Sanitary Conditions 


t Co., and 
capitaliza Has the most complete and modern sanitary code 
posits, four in Ohio and one that has been copied extensively. 
Mortality rate less than one-tenth of one per cent. 
For Infor on, A‘dress 
on Board of Trade 
esident G.C. Braden, Secretary 








ELECTRICAL MERCHANDISE 





= About PeerlessLamps * 


— That Warren, Ohio, the home of Peerless lamps, 

4.) ranks as the second city in the United States in 

regard to the output of incandescent electric 
lamps is largely due to The favorable location 
the immense quantities S of Warren as a com- 
of Peerless lamps an- FERIESS mercial center is one 
nually manufactured P mG) reason for the prompt 
and shipped from this delivery service we 


city. Mazda render our customers. 


bee. The Peerless Lamp Works : 


of General Electric Company 








Warren, Ohio 
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The Pioneer Electrical Industry 
That Has Made Warren Famous 


Its Transformers, Insulating Materials, 
Ignition Cables 


are standards of highest excellence. 


THE PACKARD ELECTRIC CO., 342 Dana Ave., Warren, Ohio 














Some People Think of CHEAP 


Warren, Ohio DEPENDABLE WAS 
As a Lamp Town— POWER . 





But a good many of the freight 
cars that leave this busy little city 
are loaded heavy with 


Industries locating in Warren, 
Ohio, can rely upon us for cheap, 
dependable Electric Power. Our 


plants have been largely _ re- 
PEERLESS modeled iiiaedia | | 


past vear 


with view to insuring all customers 

Fans and Small Motors absolutely reliable, uninterrupted 
There are several reasons why service. Competent engineers 
this is so and we would like a are employed to co-operate with 
chance to prove it to you. We industrial managers in analyzing 
can show you. how to prove it to power requirements and provid- 
your customers. ing most economical equipment. 


Correspondence invited. 


= pig eth =e The Trumbull Public Service Co. 
Agencies in all Principal Cities Warren, Ohio 
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business. 





T takes more than a good 
general to win the battle for 
The commanding 


im, position held by Colonial 
Lamps is due not only to the skillful 
leadership in the Colonial organization, 
but also to the efficiency of its army of 
agents— Wherever lamps are sold, 
there you will find a resourceful 
Colonial agent, anxious and able to 
prove to you his ability to meet every 
demand—As to quality, the Colonial 
label is not alone a trade-mark: it is a 


guarantee—Our principal agents are: 


The George Worthington Co., 
Cleveland, Ohio. 


Euclid Ave. Electric Fixture 
Co., Cleveland, Ohio. 


H. J. Gorke, Syracuse, N. Y. 
Barnes & Payton, Troy, N. Y. 


H. C. Roberts Electric Supply 
Co., Philadelphia, Pa. 


H. C. Roberts Electric Supply 
Co., Syracuse, N. Y. 


Barber Electric Co., Water- 
town, N. Y. 


Electric Service Supplies Co., 
Chicago, Ill. 


Electric Service Supplies Co., 
Philadelphia, Pa. 


Eaton Chase Co., Norwich, 
Conn. 






Baltimore Electrical Supply 
Co., Baltimore, Md. 


John McC. Price Co., Pitts- 
burgh, Pa. 


Baltimore Electrical Supply 
Co., Atlanta, Ga. 


James Clark, Jr. Electric Sup- 
ply Co., Louisville, Ky. 


Johnson Kennedy Electric Co., 
Cincinnati, Ohio. 


The Sackett Mine Supply Co., 
Springfield, Ohio. 


The Sackett Mine Supply Co., 
Columbus, Ohio. 


Electric Machinery & Special- 
ty Co., St. Louis, Mo. 


Woodill Hulse Electric Co., 
Los Angeles, Cal. 


Fobes Supply Co., Seattle, 
Wash. 


Dearborn Electric Co., Chi- 
cago, Ill. 


Kendrick Electric Co., Seattle, 
Wash. 


Colonial 


Warren, Ohio 


Electric Works 


Of General Electric Company 
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in this Board. That they are fully alive to 
the welfare of the city is manifest by the 
splendid increase in the number of manufac- 
turing plants, and in the steady and sub- 
stantial growth of all such concerns. Their 
directorate is made up of twenty-four men. 
Every Friday is the Board of Trade and 
Business Men’s lunch day, held on that day 
of each week, of all the months of the year 
except June, July, and August, and in those 
three months one Friday of each month. 
The average attendance of these lunches is 
about eighty, and after the lunch an hour is 
taken up each time in addresses and dis- 
cussion of the needs of the city, and of the 
opportunities for growth or betterment of 
the community. 

Another thing about this town: it gets 
what it wants when it wants it. Public 
improvements are made when they are 
needed—not before, and not very long after. 
Thus it befell in the year 1906 that Warren 
decided it needed a city hospital, and accord- 
ingly with remarkable promptness $50,000 
was subscribed, and a local board of trustees 
took hold, working without compensation, 
and the town has a hospital with every con- 
venience. No contributions have been asked 
since the hospital was founded, and that it is 
thus self-sustaining is accounted for by the 
character of the citizenship, there being a 
greater proportion of pay patients than in 
any city of its size or larger in the State. 
The trustees contemplate early enlargement 
either by addition to the building or the 
erection of a nurse’s home on the property. 

So it is evident that Warren is the sort of 
town real people like to live in. If you’ve 
ever lived in one of those “what’s the use”’ 
places where the town business is left to a 
crowd of grafters and any proposal for civic 
improvement is signal for a squabble, you 
will appreciate the Warren spirit. The kind 
of man who hangs back and throws cold 
water on every forward movement is not 
popular or powerful there. Some moss- 
back once tried to halt the march of progress 
at a meeting of the Board of Trade. Said 
the chairman, “If you can’t push, pull; if 
you can’t pull, get out of the way. Warren 
is going ahead.”” And that about sums up 
the attitude of the town. 

In the little city of Warren are men who 
know the electrical business inside and out. 
The companies there make incandescent 
lamps, motors, dynamos, fans, electric signs, 
transformers, insulating clothes, electrical 
toys, ignition cable, switches, electric weld- 
ing machines, and several specialties. The 
lighting plant is controlled by the Doherty 
syndicate. Anyone who sets up an electrical 
business there is next door neighbor to a 
man whose knowledge of trade conditions is 
complete and accurate. 

And that ability to secure intimate ac- 
quaintance with a group of successful men 
is to my mind the basis of success. The man 
who gropes in the dark alone is going to 
require years to get a good start. The man 
who can have the co-operation of others in 
the field—of men, who because of civic 
loyalty, are anxious that every industry in 
town make good—that man is traveling an 
easy road, so if you have an electrical manu- 
facturing proposition, go to Warren. As the 
Secretary of the Board of Trade says: 

““Here’s our glad hand. We want you to 
come and see us. We feel that Warren is a 
place which will favorably impress you. 
We want you to know where we are and 
what we are. We are confident that we 
can’t lose by having you call and we feel 
equally confident that we will be the gainer 
if you should decide to locate with us. Any- 
way, drop in and say ‘howdy.’”—Adv. 
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The Danger in “Too Good” a Store 


The Reasons Why It Is as Great a Mistake to Attempt Too Elaborate a Service as to Neglect It 
Entirely. 


By D. B. Buae 


(This is the second of a series of articles on the ‘‘First Principles of Merchandising.” 
Mr. Bugg is an expert on store equipment and operation and has had long experience in 
the development of better merchandising methods in the general drygoods and department 
store field. The work of the electrical merchant, the man with the ‘‘Electric Shop,’ is, 
of course, widely different but the purchasing public is ever the same—just men and 


women, normal human beings. 


Mr. Bugg is preparing these articles to point out how the experience of the general 
merchant should be applied to avoid mistakes and insure success in establishing the electric 
store as an institution in every city, large and small. The first article demonstrated the 
essential importance of thorough and complete service. The two installments to follow 
will show how the modern retail store should be laid out and what profit it should be made 


to produce and how.—-Editor.) 


UR present-day tendency is 
to gauge the value of any 
mercantile establishment 
not alone by the merchan- 
dise sold but by the service 
rendered, as well. Sales- 
rooms operated by central 
stations rarely attain a 

high degree of service efficiency. 

A great deal is embraced by the word 
“service.” It includes courtesy in the 
treatment of possible customers, a thorough 
willingness to show goods even when no 
immediate sale is in sight, an intelligent 
understanding of the goods themselves by 
the salespeople, and the ability to explain 
their operation to others as well as care and 
promptness in delivery when a sale is made. 








luxury; their offices are handsomely fur- 
nished; their ideals of life are usually of the 
highest type. Therefore, when a salesroom 
is established it bears the stamp of its 
owners and exemplifies their ideas of what a 
mercantile establishment should be. This is 
not unnatural, but they lose sight of the 
fact that a large number of their possible 
customers are not people in their own station 
in life but families with moderate incomes, 
moderate homes, and moderate spending 
limits. The result is that the salesroom 
becomes in the eyes of the public more of a 
parlor than a store. These salesrooms are 
regarded by their owners as an adjunct to 
the distribution of their principal product. 
It is an educational institution—a sort of 
secondary consideration—a branch affair, 
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There is as great a danger in this kind of a salesroom as in the store that is dirty and ill kept. 
It does not attract the masses, it awes and restrains them. Yet that is where the bulk of the 
business must come from. 


In fact, “service” includes every feature of 
any mercantile establishment except the 
merchandise itself. And it is largely in this 
same matter of service that the larger, more 
ambitious of the central station salesrooms 
are particularly deficient. 

The cause of this deficiency is easily 
found. The principal function of the central 
station is, of course, the manufacture and 
sale of electric current. This part of the 
business is depended upon to pay dividends. 
The salesroom where current-consuming 
apparatus is sold is looked upon more as an 
advertisement, a bait for further current 
-ales, than as a merchandising proposition. 

Now the men who are the controlling 
actors in service corporations are usually 
the substantial citizens of the community, 
men of considerable wealth; they are men 
whose homes are models of comfort and 


It is not considered as an asset or a dividend- 
paying proposition but rather as an expense. 
And most of these places will continue as an 
expense until radical changes are made in 
the conduct and policy of the business. 
Obviously the directorate of these cor- 
porations had the correct basic idea in 
establishing these salesrooms. The original 
intention was to show the general public 
the many and varied uses to which electric 
current can be put. But their conception 
of the proper procedure to secure what is 
regarded as general popularity is very much 
at variance with the usual ideas on this 
subject. To “popularize” anything—store, 
theater, restaurant, or hotel—means_ to 
operate it so that it will receive the patron- 
age of the ordinary everyday man or his 
wife. To “popularize” an institution of 
any sort does not mean to so conduct it 
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HIGH LOW 
EFFICIENCY MAINTENANCE 


The Successor to the 
Electric Arc 


The Flam-Bo Units are 
wired complete with 12- 
inch opalescent globe. 
Ready to hang (without 
lamps) the price is 


FIVE DOLLARS 


The Unit isan all- 
bronze weather-proof fix- 
ture, equipped for any size 
Tungsten or Mazda lamps 
up to 500 watts. 


Flam-Bo Units replace 
electric arcs, unit for unit, low- 
ering the cost of maintenance, 
giving a higher candle-power 
and better, steadier illumina- 
tion and retaining approxi- 
mately the same current 
consumption. 

Write for our plan for re- 
placing every GAS ARC on 
your circuits with the FLA M- 


BO. 
Wilkinson Company 


Mfrs. Portables, Electric & Gas 
Underhill and St. Marks Avenues 
Brooklyn, New York 
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You can sell current for 
cooking and boost your 
valley load. 
































Electric Cooking is practical—for you and for the people on 
your circuits. 

The Copeman Automatic Electric Cookstove solves the 
problem absolutely—to the satisfaction of the cook, the custo- 
mer, and the company. 

The Copeman is not a “‘fireless cooker’—it is a real cook- 
stove, with the fireless-cooker feature added and the labor left 
out. The housewife does not have to learn a new system of 
cookery in order that she may use the Copeman—she does 
things as she has always done, but minus the drudgery, dirt 
and danger. 

The secret of Copeman success is this: 

—We have built a unit that fills a long-felt want among the 
central stations. 

—We have built a unit that meets the requirements and 
past usages of the housewife. 

Probably one per cent of your residence customers are ready 
right NOW to adopt electric cookery. They only*require to be 
shown a practical, economical, satisfactory unit. 

The Copeman Automatic is that unit. 

Write for the FACTS. We will have no difficulty in proving to you that the 
Copeman Automatic Electric Cookstove will meet the approval of both your technical 
experts and your critical customers. We know that before you recommend or sell a 
stove it must meet both these tests. We also know that the Copeman Automatic is 


’ the ONLY stove that CAN meet both tests. Get the FACTS. 














































































































Copeman Electric Stove Company 
Flint, Michigan 
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that the ordinary passerby enters only with 
trepidation and if he makes a purchase, does 
so with the firm conviction that he is paying 
for a lot of fancy “‘fixin’s.” 

Picture the impression that one of these 
“too good” salesrooms makes upon the 
average citizen. As he enters the door a 
vision meets his eyes that would make an 
Oriental potentate turn green with envy. 
It is beautiful. There is no doubt about 
that. It is decorated with true regard for 
the harmony of colors. His feet tread on a 
soft carpet that must have cost a lot of 
money. Brass railings—highly polished— 
are plentiful. Tables, chairs, and other 
furniture are of the very best. Handsome 
lamps of the most artistic design with 
shades that transfuse beautiful soft lights 
are profusely placed about the room and 
most of them are lighted. All the house- 
hold utensils are highly finished and look 
good enough for a king’s palace. In fact, 
the entire place is really beautiful—it is 
“swell.” 

The salesman will wait upon the stranger 
without any decided breach of courtesy but 
he will have a neat little way of making him 
feel that in waiting on him, he is wasting 
time and conferring a favor. If interested 
in reading lamps the visitor will find a 
beautiful creation for $125; another, not 
quite so elaborate, for an even $100; still 
others that might do for $75 and $50, and 
finally one that seems very insignificant 
alongside of its splendid neighbors, for $40. 
And that is the cheapest one on display. 
Now, $40 is just about four times as much 
as our friend wants to spend, so he must 
make some sort of an excuse and retire as 
gracefully as possible. If other articles 
had been examined and priced, he would 
have found them rich in appearance, elabo- 
rate in workmanship, excellent in finish— 
and high in price. 

The ordinary man is an individual with 
average common sense. He knows that it 
costs money to operate a salesroom of this 
sort and he knows that the cost of operation 
must come from somewhere. Where in the 
world is it coming from unless it be figured 
in the cost of the merchandise? To hecome 
really popular, such a salesroom must step 
just as far down as the average contractors 
must step up. There is a common level 
which must be reached by both. When this 
logical level is reached, the profits will 
speedily prove that there is ample variety 
in the existing types of current-consuming 
appliances and accessories, to afford a 
profitable opportunity for retail merchan- 
dising not only to the classes but to the 
masses. 

Up to the present time, these salesrooms 
have not been operated with the primary 
idea of making a profit on the apparatus 
sold, for central stations have not considered 
store-keeping to be a part of their business. 
Yet, in operating the salesrooms the lighting 
company does so with a selfish motive in 
view: to encourage people to use more and 
more of their own made product. Now, the 
cheaper line of apparatus—the popular 
line—will use just as much current as the 
high-priced goods and there will be more 
apparatus sold if it be marketed without 
the frills. Why not enjoy the greater vol- 
ume of current consumption? The central 
station industry has many things to learn 
about modern methods of keeping store— 
just as the contractor has. 

It has to learn that to become popular it 
must be located on a popular thoroughfare 
and not on a street frequented largely by 
people of considerable means. The win- 
dows should be dressed with articles that 
appeal to the popular taste—articles that 
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can be used in the ordinary home as a con- 
venience and not as a luxury. The interior 
of the store should be neatly arranged but 
should not in any way suggest expensive 
fixtures. The advertising should be made 
to appeal to the person of ordinary means 
and average intelligence. The merchandise 
carried should be of all reliable grades and 
emphasis placed upon those goods which 
can be sold at a moderate price. 

The service rendered—and by the word 
“service” is meant the attention given to 
the wants of the customer from the time he 
enters the store until an installation is com- 
plete—should be of an intelligent character. 
In fact, in every line of business today 
“service” is the foundation stone upon 
which is to be erected a monument of 
success or failure. Every customer that 
enters the salesroom, whether arriving on 
foot or by limousine car, should be treated 
with the same degree of deference and both 
should be made to feel welcome. If a sale 
of a cheap piece of apparatus is made and 
its installation arranged for, the engage- 
ments as to time and place should be as 
rigidly adhered to as though the transaction 
involved the most expensive piece of equip- 
ment. Sufficient directions should be given 
with each piece of apparatus to make sure 
that its use will give satisfaction to the 
purchaser. 

Not so very long ago a man I know entered 
the salesroom of a prominent lighting cor- 
poration and purchased a heating device. 
It was a fairly expensive piece of apparatus 
and the purchaser did not know very much 
about the working of such things. He 
simply saw the sample on display and 
ordered it. Delivery was made in due time 
and the purchaser connected it with a 
regular house fixture, but it did not work in 
a satisfactory manner. The heat furnished 
was but a fraction of what the original sam- 
ple gave forth. 

Then began a series of experiments which 
were productive of nothing but failure, 
vexation, a loss of temper, and finally a 
general abuse of the apparatus, the man 
that sold it, the central station itself, and 
every other electrical corporation. And all 
because the salesman had failed to explain 
the presence of a little device for regulating 
the degree of heat to a nicety and the ab- 
sence of any printed directions. 

The purchaser was unreasonable—yes, 
without a doubt—but there are a great many 
unreasonable people and the proper service 
would have insured complete satisfaction. 

Local public service corporations that 
aim to popularize their merchandise—their 
current—must bear in mind that people 
nowadays are fairly shrewd buyers and 
whether or no these companies feel the im- 
mediate presence of competition, they 
should so conduct their salesrooms as 
though competition were rife. 








The H. W. Johns-Manville Co. Move to 
Larger Quarters. 

The executive offices and New York show 
rooms of the H. W. Johns-Manville Co. were 
moved on April 20th to the new twelve- 
story “H. W. Johns-Manville Building,” 
Madison Avenue and 41st Street, New York 
City, from their old quarters at 100 William 
Street, where they have been located for the 
past 15 years. 

In the new quarters, the company will 
have the distinction of being one of the few 
manufacturing concerns which occupy an 
entire twelve-story office building. In its 
entirety, the company now occupies over 
2,657,160 square feet of floor space, or about 
61 acres. There are approximately 5,000 
employees, about 425 salesmen. 


ELECTRICAL MERCHANDISE 


1911 was a big 
Westinghouse Fan Y ear 
1912 will be bigger 


pA Westinghouse Fan put in service 
last year is a sé/ent salesman this year. 


Those who, last summer, could not get them 
during the rush of the torrid spell, will take care to 
have one on hand this summer, and they will want 
the New Model Drawn Steel Frame Convert- 
ible Desk and Bracket Fan, a new departure in 
electric fan construction, light yet strong. 


You had better make a season’s contract. Our 
line is complete: Desk and Bracket, Oscillators, Tele- 
phone Booth, Exhaust, Ceiling, Floor and Counter 
Column. Our guarantee is back of every fan. 

Send for cur Circular No. 1165, and ask about how 


we assist dealers in selling, with cuts and literature. Write 
now. 


Westinghouse Electric & Manufacturing Co., 
East Pittsburgh, Pa. 


Sales Offices in 45 American Cities. 
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A Satisfied Customer 





is a most valuable factor in constructive business getting. 
Give a man attentive treatment in addition to first-class 
quality for his money and he at once becomes an active 
rooter for you among all his friends and associates. It’s 
characteristic of the human nature in us to tell of that 
which promotes our own individual welfare. 


Therefore, isn’t it good business policy and, moreover, 
really essential, if you would have your business expand, 
that you give your customers the best service and the 
most highly satisfactory light that it is possible to give 
them ? 


Peerless Mazda Lamps 











afford you the opportunity of securing this good-will in a 
large measure. A two-hundred-and-fifty per cent increase 
illumination with the same current consumption is an im- 
provement that one must notice and, therefore, appreciate. 


Peerless Mazda lamp is the standard of high quality. 
It is strong and serviceable, while its superior quality of 
light recommends it to all. 


The Peerless Mazda lamps, however, mean to you some- 
thing more than just being of the highest quality. The 
Peerless label is a guarantee to you of Peerless service—a 
service that not only includes the promptest attention 
given to your orders and requirements, but calls for our 


co-operation with you to furthering the best interest of 
your business. 


Peerless Mazda lamps in any size are carried by a large 
number of supply houses all over the country. It is 
therefore, easy for you to obtain quick deliveries on the 
shortest notice. 


The Peerless Lamp Works 


Of General Electric Company 


Warren, Ohio 














June, 1912 


Free Fans For Sick Poor in New 
York City 


It has been announced that the various 
central stations operating within the limits 
of Greater New York City will furnish free 
electric fans during the heat period of this 
summer, as a charity to the sick poor. 
Wherever an application is made and the 
attending physician or someone of standing 
recommends the applicant as worthy, a fan 
will be furnished for the relief of the sufferer 
and operated without charge. 

This joint action on the part of the various 
companies is largely the result of the effort 
of the National Electric Light Association, 
and service will be rendered wherever there 
is current on the premises or wherever a 
temporary connection can be made without 
too great expense. No remuneration or 
deposit will be required in either case. It 
is a charity, pure and simple. Naturally, 
there is an indirect return from such an 
expenditure, through the appreciation of 
the public and the publicity which follows, 
as was proved last year by the experience of 
the Rochester (N. Y.) Railway and Light 
Company and the various properties oper- 
ated by H. M. Byllesby & Co., of Chicago. 
Fans were freely loaned by these companies 
during the hot weather last summer, anp 
there was an immediate demand for fans 
from other households, able to purchase. 

The area covered by the New York City 
charity will embrace, in addition to New 
York proper, the territory of the Westches- 
ter Lighting Company and the New York & 
Queens Electric Light & Power Company, as 
well as Brooklyn and Staten Island points. 


Advertising by Clock 
By Joun A. SuHapeck 
Commercial Dept. Public Service Co. of No. IIL, 
Park Ridge, Il. 

Our office in Park Ridge is located near 
the depot that is used daily by the large 
number of commuters who spend their 

working days in Chi- 
cago. In front of our 
office we have a large 
clock which is easily 
read from the street 
and I had noticed that 
it was constantly con- 
sulted by the public as 
they hastened tocatch 
their trains and it 
seemed to offer a good 
opportunity for a little 
advertising. We in- 
stalled a bracket light 
directly over the clock 
and adjusted the re- 
flector so that there 
was a strong light on 
the clock face. Below 
the face we placed a 
sign reading, COR- 
RECT TIME TO 
USE, and under that 
we display cards advertising heating pads, 
flatirons, toasters, and other appliances, as 
they are in season. We know that these ads 
are being read by hundreds of our people 
daily and can not doubt that it is exerting a 
good influence. 
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A NAME TO CALL HIM BY? 


Our recent editorial “What Name and 
Why” seems to have developed considerable 
interest, especially among the merchant 
electrical contractors. The idea of an es- 
tablished business man with a_ high-class 
establishment being dubbed with the same 
title as that assumed by the amateur, and the 
irresponsible, is one which few in the indus- 
try relish. In several communications on 
the subject received as result of our sugges- 
tion that the contractors should adopt a 
more fitting and descriptive designation, 
this point is brought out strongly. Says 
one correspondent: 

“Tt is embarrassing, when being examined 
for jury duty or quizzed by the tax collector, 
to answer the question, “What is your busi- 
ness?” by saying one is in the electrical busi- 
Kither 
answer means little, and neither is dignified. 
Carpenters who erect buildings are Building 
Contractors; masons who undertake sizable 
jobs are Mason Contractors; men who han- 


ness or is an electrical contractor. 


dle cement construction are Cement Con- 
tractors. These names mean something, 
and one would be much astonished, if on 
calling up a Cement Contractor or a Build- 
ing Contractor or a Mason Contractor, to 
figure on some work, a fifteen year old boy 
in knickers were to ring the door bell. Yet 
that is what happens frequently when calling 
upon an Electrical Contractor.” 

Already some of our correspondents speak 
of taking the matter before the National 
Electrical Contractors’ Association with 
view to having a fitting name adopted 
officially at the Convention in Denver. 
This would seem to be the conservative 
thing to do. When the new appellation is 
determined, announcement should be made 
of the fact in the popular reports of the Con- 
vention and in letters to architects, builders, 
and others who deal extensively with the 
contractors. Manufacturers_ should distin- 
guish between the one-horse concern that 
has an office in a hat, and one doing business 
in an up-to-date store. The trade press 
should carefully conform to the desires of 
the better-class electrical merchants and 
apply the proper designation. It will not 
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be a difficult reform to accomplish, once the 
name is chosen by the leaders in the industry 
and by them given the stamp of approval. 
As our correspondent says: 

“Tf a number of us adopt either of the 
names suggested by you (Merchant Elec- 
trician or Contracting Electrician) I do not 
think that the screw-driver type of con- 
tractor would have the nerve to copy it. 
Very few electrical contractors today have 
the nerve to use the title Electrical Eng - 
neer, although ten years ago it was very 
common. The better-class electrical con- 
tractor, when he picks up some scrub’s card 
with ‘engineer’ on it, simply sneers and 
passes it up, which is harder to live down 
than the most diligent of knocking. If these 
names were generally adopted by electrical 
firms having established places of business, 
I do not think it would be over six months 
before the public would understand.” 


FOR AN ELECTRIC FOURTH. 


The “safe and sane Fourth” has come to 
stay. The idea has been gaining ground 
and spreading over the country till last year 
its roots were fast and firm. Even in New 
York City, there were no fireworks, and the 
morning papers on the fifth of July were 
practically free from the horrible tales of 
accident and death that have marked them 
for years in the past. It was the same in 
countless other towns and _ cities, north, 
south, east, and west. 

In this connection, the following item, 
which appeared the other day in the New 
York Times, is of particular interest: 


The first meeting of the committee ap- 
pointed by Mayor Gaynor to provide for a 
rational Fourth of July was held yesterday 
in the City Hall. It was practically decided 
that this year’s celebration shall be an elec- 
trical one. 

Instead of displays of fireworks in various 
sections of the city the plan, as it has been 
suggested, is for an electrical illumination of 
every park in the city. If the plan is 
adopted, and house owners adjoining the 
parks can be induced to join in the move- 
ment, New York will be one blaze of vari- 
colored lights during Fourth of July night. 


Here is a suggestion for every central sta- 
tion in the land. Let’s all get behind it 
enthusiastically. 

The public is beginning to realize that 
fireworks are at best only a traditional ac- 
companiment to the celebration of Inde- 
pendence Day and no-ways essential to 
patriotic expression. But the reformation 
is still in its formative period and an alto- 
gether satisfying substitute for the time- 
honored gunpowder and noise has not yet 
appeared to many. Now is the time to act 
if electrical decoration and gala illumination 
is to be adopted. 

In most cases the plans for Fourth of July 
celebrations will be laid and matured this 
month. 

The ‘ electric Fourth of July” will mean 
more than a night of extensive illumination, 
profitable in itself to the central station. It 
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will establish such display as the accepted 
medium for popular rejoicing, recognized 
not only in the “hustling towns” as at pres- 
ent, but with a truly national significance 
that will bring many kilowatts of demand 
for every stetion. 


BREAD UPON THE WATERS 


At first glance, it might be thought by the 
thoughtless that Mr. Coffy’s article in this 
issue is a bit of bald puffery of Messrs. 
Byllesby & Company. But there is 
deeper purpose in our printing of the item. 

The Byllesby interests are well known to 


be among the keenest of Prepoating syndi- 
cates. Their success is evidence enough of 
the effectiveness of their methods. Just 
what these methods are, and why such 
methods should succeed in towns where the 
previous managements have at least’ par- 
tially failed, is a mystery to a good many 
This article 
by Mr. Coffy gives at least one reason. 


practical central station men. 


The average man, when left to himself, 
is pretty certain to get into ruts—not one 
rut, but a dozen. The central station man- 
ager marooned in a small community where 
every paving stone is personally known to 
him, not only is more susceptible to ruts and 
rust than the average man, but he is a mar- 
vel of human energy if he does not go quite 
to sleep on the job. It is this fact which 
forms the basis, really, of the success of 
syndicate management 

Of course the syndicates are able to and 
do, employ men of much larger calibre, 
wider experience, and more specialized train- 
ing than the moderately small individual 
company can afford to employ. Further, 
the syndicates are backed by available capi- 
tal in thousands where the small company 
But as a 
rule, the powerful men and the abundance 


may not be able to raise dollars. 


of capital are employed, not in the actual 
routine of operating and engineering even on 
a wholesale basis, but in the more important 
labor of lifting the individual companies 
out of old ruts and keeping the routine men 
enthusiastically and competitively work- 
ing to avoid the ever-menacing new ruts. 

The best antidote for stagnation is a 
diversity of interest. The man of breadth 
and ability is the man who thinks of some- 
thing else besides himself and his job. Cur- 
rent history is teaching all of us that intelli- 
gent altruism beats sordid selfishness as a 
short-cut to wealth. 

In the instances cited by Mr. Coffy, the 
Byllesby 


things for somebody else; they were working 


various managers were doing 
for the good of the communities upon which 
they depend for success and profit. It is 
pretty hard for the short-sighted man to 
believe that such labor returns a direct 
profit. It is harder still for the central sta- 
tion man whose energies are clogged by a 
mass of rubbishy routine.to believe that he 
has time for such commercial benevolence. 
And yet it is of such stuff that the syndicate 
successes are built. 




















Mechanics’ Building, Boston, Mass., U. S. A., 105,000 Sq. Feet Exhibit Floor Space. Home of the 1912 Boston Elect br 


To the Electrical Fraternity: 


COME! 


That is our best word—our most cordial invitation to you for 


The 1912 Boston Electric Show 


This great show has been advertised all over the World. The 
Diplomatic and Consular Representatives of the United States have 
spread the news of it in every land where our Government is 
known, and foreign governments are co-operating to spread 
the news. 


The Three Hundred (300) Central Station Managers of New 
England will send their Customers and Prospects—and they will 
come themselves. 








A Dozen Conventions of Nation-wide importance will be held in 
Boston during the show, half of them because of the Show itself. 


Hundreds of Thousands of People will come to the show from 


All Parts of the World. 


Special trains to this Show will run from the Pacific Coast. 


Special Travel Parties especially for the Show are being arranged 
by Thos. Cook & Son to come from European points. 


September 28 to October 26, Inclusive. 


Entire Mechanics’ Building. 


H. W. Moses, Manager 
39 Boylston Street Boston 


Under the Auspices of 
The Edison Electric Illuminating Company of Boston 


| 














Fort Smith High School Uses 
Electric Power 

The following pictures are interesting as 
suggestive of the market for electric power 
accessible to the central station in a city 
where there is a modern public school, with 
a well-equipped manual training depari- 
ment. These photographs were taken in 
Fort Smith, Arkansas. 

The installation was secured for electric 
power through the efforts of Mr. R. J 


The wood-working room for colored scholars in the Fort 
Smith publie school. 


A 5 hp. motor drives this room. 
Mack, Manager New Business Department 
for the Fort Smith Light & Traction Com- 
pany, and consists of : 
Science Test Room. 
One stereopticon machine. 
Forge Room. 

One 2-hp. motor belted to emery wheel. 
One 2-hp. motor belted to forge blower. 
One 7 1-2-hp. motor belted to suction fan. 

Lathe Room. 
One 2-hp. motor belted to band saw. 


The lathe room in the Fort Smith, Ark., public school, manual training department. 
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Retail price, $55.00 f.0.b. Cincinnati. 
Finished in white enamel. 





JOHN DIETZ MFG. CO,, 


A great many central sta- 
tions and dealers say 
that our Queen City 
Washer is the easiest 


to sell and gives greater satisfaction 








than any other popular washer on the 
market. We would like to have your 
opinion. Send us your order and if 
the price and machine are not right 
return to us al our expense. 


eR R 
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Cincinnati, Ohio 
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standard. We encourage the use of elec- 
tricity wherever possible. 

“The school funds are in a very healthy 
condition, and from a financial standpoint, 
the road was very easy, as electricity ap- 
pealed to them as the only proper power for 
the usages needed. We took the matter of 
electrical-driven machines up with manual 
training teachers of other schools in large 
cities and received information that was 
very valuable in helping us to show our 
school officials just what was needed.” 


Every machine is operated by an 


individual electric motor. 


Thirteen 1-2-hp. motors belted to wood- 

working lathes. 
Wood-working Room. 

One 1-hp. motor belted to combination 
grinding machine. 

One 1-hp. motor belted to joiner. 

One 7 1-2-hp. belted to planer. 

Domestic Science Department. 

Complete equipment of gas and electric 
cooking apparatus. 

Manual Training Department for Colored 
Scholars. 

One 5-hp. motor belted to line shaft, 
driving five small wood-working lathes, 
one joiner, and one band saw. 

In describing the installation, Mr. Mack 
says, “I believe that the Fort Smith schools 
are among the most up-to-date in the 
United States, and as a matter of fact, our 
new-business department has worked hand 
and hand with the school officials in bringing 
their educational equipment for domestic 
science and manual training up to this high 


A New House Organ 


The Fixtureman is a new organ just being 
issued by The Tungstolier Company, of 
Conneaut, Ohio. It is devoted chiefly to 
business hints for the electrical contractor 
who handles fixtures and the central station 
man with a wiring and equipment depart- 
ment, as well as for the dealer who handles 
fixtures exclusively. The keynote of this 
little periodical is found in an announcement 
of recent Tungstolier publication, in which 
the ad-man says: “It is our idea that the 
trade wants co-operation rather than solici- 
tation. The publications we issue are 
designed to help the fixtureman sell goods, 
not simply to tell him where to buy goods.” 
The Fixtureman is frankly patterned after 
the Philistine magazine. Enough _ illus- 
trations and items in lighter vein are 
scattered through its pages to hold the 
interest of the casual reader, while the 
sound business-building articles are of prac- 
tical benefit and value to those more seriously 





A Hit and an Error 


We'll Tell About the Error First: 


A good many people who haven’t 
studied the dictionary carefully do 
not seem to distinguish between the 
word ‘‘ownership’’ and the words 
‘‘policy,’’ ‘‘service,’’ and “‘individ- 
uality.” 

The ownership of the Banner 
property has changed, but the 
policy, service and individuality 
remain as before. 


— 


——9 


This 1s What Makes the Hit: 


For a good many years some 
mighty careful lamp buyers have 
entrusted their business to the 
Banner organization. 


Banner Betterness 


has meant not only quality of pro- 
duct, but it has stood for general 
superiority—better lamps, better 
service, better attention to the 
small details of both manufacture 
and distribution. You can’t make 
any mistake in putting your busi- 
ness in the hands of the men who 
have made the Banner label a 
guarantee of all-around excellence. 


BANNER WORKS 


General Electric Company 
Youngstown, Ohio 
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The Best 


POLES 


On Earth 


The Best inclined. While no subscription price is 


charged because The Fixtureman is, in 


effect, a house organ, the circulation is 
On Earth 





necessarily very closely restricted to those 
who are actively interested in the develop- 


: ment of fixture business. 


Electric Fans for Stables. 

An unusual application of electric fans, 
installed in Marion, Ind., last summer sug- 
gests an opportunity that may well be profit- 
ably developed in any city. The Marion 
Light and Heating Company succeeded in 
interesting a large livery stable in that city 
in the value of a cool and fly-free stable, and 
secured the installation of a line of shafting 
down the length of the stable over the run- 
way, between the stalls, and to this shaft was 
attached a series of fan blades and ribbon 
streamers, serving the purpose of keeping 
the air in circulation and scaring the flies. 

It was found that the small expense en- 
tailed for power was more than justified by 
the influence of the equipment on the horses 
during the extremely hot weather. Instead 
of standing up all night to fight flies the 
horses were able to lie down in peace and the 
natural result was a better condition for 
work and a better day’s work from each 
horse. This suggestion is well worth the 
attention of other central stations, for it 
should not be hard to demonstrate the 
dollars and cents value of such equipment 
to any large horse owner. 












Red Pages in the Meter Book 

Where there are several kinds of meters 
in service, there is bound to be trouble from 
the meter reader overlooking the constants. 
It is always the unusual condition that 
causes the error and if the majority of the 
meter dials are read direct, the occasional 
necessity for multiplying by a constant 
gives opportunity for a slip-up. 

For such cases, one company has hit upon 
the scheme of using special sheets in their 
991 meter books, printed on bright red paper. 
When the meter reader comes to the red Lighting Pole Co. 
sheet, he looks for the unusual condition and 


when the bills are made out the same warn- Poles for all Types of Lighting 


ing is given to the bookkeeper. 19 Battery Pl., New York, N. Y. 


More Light—Better Light—Cheaper Light 














Ornamental 
Lighting Pole Co. 


Poles for all Types of Lighting 
19 Battery Pl.. New York, N. Y. 






Ornamental 


















At Home 
At the Office 


. In Any Place 
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| of Business 24: 


| BENJAMIN 








FILAMENT 





GLASS TUBE ANCHOR LEADING IN WIRES 

















$s PLUG CLUSTER 
e is a great convenience because it gives you 
l two outlets where you have had but one, = 
r doubling the capacity of your sockets by 
2 doing the work of two. You may attach gives more light for less money, better distribution of light, and longer service, than the old bulb lamp. 
; any other electrical appliance that you wish Equipped with special reflectors for writing desks, reading tables, show cases, store or library 
and burn your lamp at the same time. It shelves, picture and sign board lighting, ete. 
c requires no extra winng— It can be attached to any ordinary lamp socket. We have an especially attractive offer to live 
- you simply screw it into dealers. Write our nearest house today. 
i H. W. Johns-Manville C 
a . . VOnNNS-Wanvilie Oo. 
For sale by all Electrical aaa 
Dealers Manufacturers of Asbestos A RE T Ae Asbestos Roofings, Packings 
BENJAMINELECTRIC and Magnesia Products ) 3 GS Electrical Supplies, Etc. 
t ait MARK 
| MFG. COMPANY eg Goatiund Kansas City New + Pincbargh 
” oston allas Los Angeles New Yor an Francisco 
i 120-128 oa ™ 7a Buffalo Detroit Milwaukee Omaha Seattle 
shicago he aN Chicago Indianapolis Minneapolis Philadelphia St. Louis 
- nw SS For Canada:—THE CANADIAN H. W. JOHNS-MANVILLE CO., LIMITED 








Toronto, Ont. Montreal, Que. Winnipeg, Man. Vancouver, B. C. 1449 
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Why G. V. Electric 


Trucks are Best 


They are absolutely proved as to reliability, 
low maintenance and operating economy. 
Thousands in use, many of them from six to 
ten years old. 


They are the simplest truck made—one 
revolving part against many reciprocating 
parts. You know what the electric motor 
is—the most fool-proof machine made. 


G. V. Trucks can be operated by your 
regular teamsters. Two G. V. trucks of 
2-tons capacity should displace four two- 
horse teams. That means two drivers saved 
and at $12.00 per week your saving on 
drivers alone will pay 6% on $21,000 or 
enough to buy seven G. V. trucks. 


















a 
Siegel Cooper @ 
Greenhut se 
354 
Sixth Ave New York City — mnanain | 
het 





97 Central Stations now use G. V. Electrics. 
Two Express Companies 186, three depart- 
ment stores 59, three brewers 183, three 
packers 45 and so on. G. V. trucks lead the 
world in fleet sales. No less than 1074 
G. V.’s have been sold in one city. 

We want you to know more about our method of selling our trucks 
and how we take care of them after they are sold. We do things 


differently—that’s why we get the business. Write for catalog 93 
and other data. 


General Vehicle Company 


Principal Office and Factory 


Long Island City, New York 


New York Chicago Boston Philadelphia St. Louis 
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A Rochester Company Magazine Appears, 


No. 1, volume 1, of Gas and Electric News, 
‘published monthly, by the Rochester Rail- 
way and Light Company, for the informa- 
tion of its employees,” has just made its 
appearance, a little magazine of 24 pages 
and cover, the regular 6-inch by 9-inch size 
that has been adopted generally for com- 
pany bulletins. Joseph P. Mac Sweeny is 
managing editor and Victor T. Noonan 
editor, and in the list of published contribut- 
ing editors appear the names of Vice-presi- 
dent R. M. Searle, General Manager J. T. 
Hutchins, T. H. Yawger, Herman Russel, J. 
C. Parker, Frank Hellen, K. A. Schick, and 
others. 

tditor Noonan is a former Rochester 
newspaper man and Gas and Electric News 
makes its debut without any of the usual 
amateurish features of a fledgeling. It is a 
newsy little magazine that should accom- 
plish much for co-operation and unity 
among the forces of the Rochester company. 


20,000,000,000 Bricks. 


According to a recent bulletin entitled 
“Electrically-Operated Brick Plants,’ and 
issued by the General Electric Company, 
there are twenty thousand million bricks 
manufactured annually in the United States. 
Electricity has made this possible very 
largely, it is stated, for by hard work two 
men can make by hand and kiln an average 
of 1,000 to 1,500 rough bricks per day, while 
single motor-driven machines are made that 
turn out 100,000 bricks per day. 

Surely here is an opportunity for every 
central station power man within reach of a 
brick or tile plant, still not electrified. Let 
him study this Bulletin No. 4929 first. 


A. Larney. 

Mr. A. Larney has been appointed man- 
ager of the new-business department of the 
Consumers Power Company’s properties 
operated by H. M. Byllesby & Company, 
with district headquarters at St. Paul, 
Minn. Mr. Larney will have supervision of 
the commercial development of the follow- 
ing properties :— 

Consumer Power Co., St. Paul, Minn. 

Interstate Light and Power Co., Galena, Ill. 

Consumers Power Co., Faribault, Minn. 

Consumers Power Co., Mankato, Minn. 

Consumers Power Co., Stillwater, Minn. 

Union Light, Heat & Power Co., Grand 

Forks, N. D. 

Red River Power Co., Fargo, N. D. 

Consumers Power Co., Minot, N. D. 

Mr. Larney was formerly manager of the 
new business department of the Oklahoma 
Gas and Electric Co., Oklahoma City, Okla. 





Setting the Porch Light to Work 
From Watrer H. Bray 
Sales Department Public Service Electric Company, 
Orange, N. J. 

At the present time, the porch light does 
not produce much revenue for the central 
station. Why not set it to work by utilizing 
it in some attractive manner, as a sign for 
the physician, dentist, boarding house, or 
dressmaker, or merely for indicating the 
house number? Special art glass shades 
can be made which will not be objectionable 
to the most particular householder, and it 
certainly would be a convenience to the 
public and therefore of benefit to the owner. 
The result would be that the porch light 
would burn every night until bedtime. 
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Electrical Progress in Tyrone 


Some of the Little Opportunities that Most of us 
Overlook. 

Mr. W. R. Powers, the superintendent of 
the Home Electric Light and Steam Heating 
Co., of Tyrone, Pa., has hit upon a mighty 
ingenious method of spreading the public 
interest in the opportunities for electric 
service. It is the simple expedient of giving 
the people interesting reading matter at the 
moment when they really want something 
to read. He keeps fresh, clean copies of 
Electrical Progress on the table in every 
waiting room in the city, in doctors’ offices 
and dentists’ offices, in barber shops, rail- 
road stations, and in every place where 
people are forced to sit and wait patiently or 
impatiently for any purpose. 

It is a simple thing as it sounds, but doc- 
tors’ and dentists’ offices are notorious for 
their ancient magazines and tattered “funny 
papers.” It is a good time to give people 
something interesting to read. Electrical 
Progress fills the bill and creates a desire for 
more electrical comforts and economies, but 
at the same time it is not direct signed adver- 
tising and the doctor welcomes it on his 
office table. Mr. Powers finds that it is 
read to his profit. 

Here is just one of those little opportuni- 
ties that so many of us overlook. The cost 
of Electrical Progress is so small as not to 
figure. But it carries the message with just 
as much sales “punch” as can be put into 
interesting reading. Six issues appear each 
year, each one focused on one specific class 
of electric service, a Residence Lighting 
Number in August, 1912; a Sign and Store 
Lighting Number in September, 1912; a 
Christmas Gift Number in November, 1912; 
a Residence Equipment Number in Feb- 
ruary, 1913; a Suburban Service Number in 
March, 1913; and an Electric Vehicle Num- 
ber in April, 1913. They are sold to central 
stations in quantity for distribution each 
time to the class of prospects and customers 
who are specially interested in that particu- 
lar subject. It is a little independent 16- 
page magazine of standard magazine size, 
with lots of pictures and lots of short, inter- 
esting articles. It works. Last season over 
300,000 copies were bought and distributed 
by lighting companies. 

The obvious ways to send out Electrical 
Progress are by mail, with a card saying, 
“Here’s a little magazine I think you'll be 
interested in, ete.”’ and through the salesmen 
as they go about, but there are other ways 
like Mr. Power’s. 

Have them folded into the Sunday papers 
that are delivered at the homes every Sun- 
day morning. A five-dollar bill to the paper 
man will do it. 

Place a small stack of them beside the 
popular soda fountains, and on the writing 
desks in the post office and the bank. It 
can be arranged. 

Take a copy to the editors of the local 
papers, also. There is always good material 
for several popular stories that the papers 
are glad to get. And follow it up, back it 
up in your advertising and selling. When 
the copies go out, follow behind them, with 
the same arguments, the same enthusiasm, 
and you'll get the business. 

Take care of these little chances to spread 
the word like Powers of Tyrone.—Adv. 

















ELECTRICAL MERCHANDISE 


ae 


MEN LLT MPT 
ALAPAHA 














Electrical Progress 


Season of 1912-13 





RESIDENCE LIGHTING 
Ready August, 1912 


SIGNS AND STORE LIGHTING 
Ready September, 1912 


CHRISTMAS GIFTS 


Ready November, 1912 


RESIDENCE EQUIPMENT 
Ready February, 1913 


SUBURBAN SERVICE 
Ready March, 1913 


ELECTRIC VEHICLES 
Ready April, 1913 


Electrical Progress is a practical education for your 
customers. It covers the whole field of central station 
service with six magazine-booklets that you can use at 
any time during the year. It is the strongest possible 
intensive advertising, ready when your campaign starts. 
Electrical Progress is more than advertising. It is inter- 
esting reading, with lots of pictures and strong in sales 


appeal. 
=@- 


We Have On Hand Now 


STORE AND WINDOW NUMBER 
A Limited Quantity 


RESIDENCE EQUIPMENT NUMBER 


A Limited Quantity 


ELECTRIC VEHICLE NUMBER 


In Stock All Summer 


Buy Under Our Future Delivery Order and Secure 
the Extra Discounts on Your Season’s Requirements. 


Put this educational advertising in the hands of your 
customers and prospects. It is creating business for 
other central stations. 


THE RAE COMPANY 


SEVENTEEN MADISON AVENUE, NEW YORK CITY 
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Election Returns Via The Central 
Station 
The Superior Water, Light and Power Company 
Flashes the Signal over the Lighting Circuits. 

The voters of Superior, Wis., recently 
decided to change the form of city govern- 
ment from the old ward system to the com- 
mission plan. A primary election was held 
on March nineteenth and nominated two 
candidates for mayor and four for council- 
men, of which one was to be elected mayor 
and two for councilmen. 

L. G. Ross, Sales Manager of the Superior 
Water, Light & Power Co., conceived the 
idea of making a code of signals consisting 
of a certain number of flashes of the electric 
lights for each candidate, by which it would 
be possible to tell all electric consumers who 
was elected on the instant that the votes 
were counted. 


ELECTRICAL 
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The matter was taken up with the evening 
paper and it was arranged that the company 
and paper should work the “stunt” together. 
The paper was to advertise the code and get 
the returns as fast as possible, these returns 
to be telephoned to the main station of the 
company. The switchboard operator was 
then to throw the circuit switches, causing 
the lights to flash throughout the city. 

Superior uses the voting machines and the 
returns are all in within fifteen or twenty 
minutes after the polls are closed. On this 
election the polls closed at eight o’clock and 
at twenty minutes after eight the consumers 
were told who was elected mayor, and ten 
minutes later who the two councilmen were. 
The following was the code used: 

Mayor. 
Konkel elected, lights out once. 
VanBuren elected, lights out twice. 














Flashers vs. Central Stations 


Impractical, unreliable Flashers have done a great deal to injure the Electric Sign Business. 
When a Central Station recommends to a customer that he purchase a sign from a certain 
manufacturer, that customer should be protected on the Flasher as well as the sign. 


We Originated and Control the only 
Completely Interchangeable. all 


Ball-Bearing Flasher 











Every contact is equipped with a 


PICUP BLock 
| Patented 





Patented, others pending 


STYLE A On the Subway 


INSIST UPON 
New York FLASHERS 


Leading Sign Manufacturers Use Them 


They cost no more than the ordinary Flashers. 


Made by the makers of COoLOEs Caps, 
BETTS& BETTS 


Largest Manufacturers of Flashers and Electric Sign Specialties in the World. 
254 W. 55TH STREET, NEW YORK, U. S. A. 
Code Word, “‘Bettsonia”, W. V., Lieber’s and Private Codes used. 


STYLE B 











The RECO 


— 


( 


The only one on the market! 


trouble-proof, reliable and flexible. 


617-631 W. Jackson Blvd., Chicago 








is in a class all by itself! 


afte AB A RAG 


Here’s a Flasher that’s adjustable for almost any kind of an effect. 


All the leading Central Stations and Sign Companies use the Reco because it’s 
Bulletin No. 18 just out. 


Reynolds Electric Flasher Mfg. Co. 


Largest Manufacturers of Flashers in the World 
Also Manufacturers of Billboard Reflectors, Time Switches, Transformers, Window Displays, etc. 


FLASHER 


Nee 








1123 Broadway, New York 
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Councilmen. 

Jenson elected, lights out three times. 

Johnson elected, lights out four times. 

O'Hare elected, lights out five times. 

Tomlinson elected, lights out six times. 

The scheme was so well advertised and the 
people had so much confidence in it that 
even the candidates remained at home with 
their families and received the returns from 
the flashing of the lights. Even Superior’s 
“Great White Way,” which is nearly a mile 
in length, flashed the results to the people 
on the streets, where men were seen to take 
slips of paper from their pockets—copies of 
the code clipped from the newspapers—to 
check the signals. This shows the interest 
that had been worked up through the 
advertising. ” 

The Superior Water, Light & Power Com- 
pany has received many compliments and 
much newspaper publicity on the working 
of this little extra service, and it cost not 
one penny. It suggests many similar op- 
portunities where the central station may 
render a real service and secure valuable 
publicity at times where the public is 
awaiting tidings of importance. 








INVESTMENT 
SECURITIES 


We recommend to investors the following: 


*Public Service Co. of Northern Illinois 
(6% Cumulative Preferred Stock) 


Dividends quarterly, price to net better 
than 53%. 


Illinois Northern Utilities Co. 


(6% Cumulative Preferred Stock) 
Dividends quarterly, price to net better 
than 6%. 


The stocks of the above Companies are tax- 
exempt in the state of Illinois. 


Middle West Utilities Company 
(6% Cumulative Preferred Stock) 
Dividends quarterly, price $95 per share 
with a bonus.of 25% of common stock: 


United Light and Railways Co. 


(6% Cumulative Preferred Stock) 


Dividends quarterly, price to net better 
than 64%. 


Federal Sign System (Electric) 

(7% Cumulative Preferred Stock) 
Dividends quarterly. Price $100 and 
accrued dividend per share with a bonus 


of 25% of common stock Voting Trust 
Certificates. 


We make a specialty of above securities and 


will be glad to furnish further information and 
prices. 


*Listed on Chicago Stock Exchange. 


Russell, Brewster & Co. 


Bankers and Brokers 
116 West Adams Street 
CHICAGO 


Members New York Stock Exchange 
Members Chicago Stock Exchange 


. 


New York Office 
111 Broadway 
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A Churchly Sign 


An electric sign on a church no longer 
occasions surprise to the central station man 
or to the average citizen in the large city, 
and the feeling that electric advertising is 
unchurchly is steadily losing strength. 
Electric advertising itself has never been 
unchurechly in spirit or intent, but no one 
can deny that many of the signs that have 
been erected in the last few years on church 
edifices not only are thoroughly unchurchly, 
but glaringly inappropriate and ineffective. 

The church sign has its mission no less 
than the theatre sign, but both must have 
the proper appealing personality. Just as 





This Chicago sign is studied for the work it has to do. 


the theatre sign should be spirited and gay, 
the church sign should be dignified, restful, 
and appealing to the religious mood of the 
people whom it is desired to attract. 

The sign shown in the accompanying 
pictures was recently installed over the door- 
way of Trinity Parish House, at the corner 
of 26th Street and Michigan Boulevard, 
Chicago, IIl., and is a remarkably appropri- 
ate and truthful application of electric 
advertising. It is a thoroughly churchly 
sign, and it illustrates exactly the service 
which the electric sign affords. The Parish 
House, a beautiful Gothic stone structure, 
stands in what, a decade ago, was the most 
exclusive residence district in Chicago, but 





Can anything be more dignified and reposeful? 


today it is a poorly lighted section, out of 
the way and uninviting at night. Light 
was needed and the idea of employing an 
electric sign suggested itself. 

Photographs of the building were sub- 
mitted to architects who prepared a design 
which blended in architectural detail with 
the building, and yet did not lose its force 
and legibility. The sign itself was then 
cast in solid metal from moulds made from 
the architect’s drawings. The faces of the 
raised Gothic letters and of the cross, which 
measures two feet high, were made of white 
porcelain enameled steel. At each end the 
words PARISH and HOUSE in milk-white 
leaded art glass upon an amber background 
were illuminated from the interior and blend 
in pleasing harmony with the bronze surface 
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OUTDOOR ADVERTISING EVERYWHERE 





Originators of Spectacular Electric Sign Advertising, and of the 
“Great White Way,”’ New York City 





Owners of Electric Moving Sign U. S. Patent No. 648,677 























All-Year-Round Electrical Convention 
Is In Session at The Hollenden 








No matter what day of the year you come, you will 
always find from ten to a hundred electrical men at 
The Hollenden. 


In The Hollenden lobby is in session a year-round 
convention of the men you do business with—men who 
can give you “tips’—men who can help you secure 
that contract or buy that machine at an inside price. 


They stop with us primarily because The Hollenden 
is the best hotel in the middle west. Service, food 
and lodging meet the demands—even the expectations 
—of tired and critical travelers. 


But the electrical men also come to us because 
The Hollenden is the acknowledged headquarters of 
the electrical industry, where everybody who is 
worth while stops. 











Stop in Cleveland on Your Way Home From Seattle 


THE HOLLENDEN 
Cleveland 
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of the sign. Massive bronze chains and 
square bronze rods support the sign. 

The letters are illuminated by frosted 
carbon lamps and the general effect of this 
golden flood of light is beautiful. The sign 
can be read for two blocks in either direction 
and the outline of the cross for five blocks, 
as far as one can go before the direct view is 
shut off. Although only nine and one-half 
feet long, and four feet high over all, the 
Trinity sign is probably as distinctive and 
churchly a sign as has ever been built. It 
was constructed by the Federal Sign System 
(Electric) Chicago. 

A “Direct-Indirect”’ Lighting Unit 

A new line of lighting fixtures has appeared 
on the market which seems to offer an inter- 
esting blend of the qualities of both direct 
and indirect lighting, paradoxical as this 
may sound. 

The soft, restful effects produced by the 
modern indirect illumination where all the 
light is thrown upon the ceiling and _ re- 
flected down, have met with wide popular 
favor, but the unavoidable limitation and 
expense entailed have been an obstacle in 
many cases. The ceiling must be a smooth, 
white, reflecting surface, or else a wasteful 
proportion of the light from the indirect 
units will be dissipated before reaching the 
working plane. These restrictions have 
naturally intervened in many installations, 
in stores as well as public buildings, where 
though the aesthetic qualities of a hidden 
light source have appealed strongly, the 
height or irregular surface of the ceiling or 
the general scheme of decoration has made 
it impractical. 

To provide an economical, efficient, and 
satisfying solution to this problem, the 
Holophane Company of Newark, Ohio, has 
recently developed a new line of fixtures 
and glassware, which are in effect a further 
refinement of the regular Holophane re- 
flector-bowl combinations, and are called 
by that name. These units consist of 


reflector and a diffusing globe which entirely 
surround and contain the lamp and _ pro- 
duce a soft, shadowless, free, and well- 
distributed illumination, but with a very 
high degree of efficiency and a_ practical 
working light. The reflector serves to 
gather in all the greater part of the light in 
the upper hemisphere and redirects it down 
into the enclosing globe, where the rays are 
broken up and diffused. Just enough light 
passes through the reflector to brighten the 
ceiling without waste. At the same time, 
these reflector-bowl combinations are so 
scientifically harmonized that the resultant 
illumination has its widest distribution in 
the working plane, and is therefore eminent- 
ly suited to the lighting of certain classes of 
stores, restaurants, hotels, clubs, and public 
buildings. The different types of these 
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reflector-bowl combinations as shown in the 
illustrations are designed to meet the vary- 
ing service condition encountered. 

The special fixtures provided by the Holo- 
phane Company for use with these units are 
exceedingly simple and artistic, consisting 
of a canopy, a chain suspension, and the 


necessary equipment for the support of 
lamp and glassware. These fixtures are 
furnished in a standard brush-brass finish, 
or in the usual special fixture finishes on 
order. It is specifically stated that the 
listing of these fixtures in the Holophane 
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catalog must not be construed as an indica- 
tion that the Holophane Company is enter- 
ing the fixture field in competition with 
present manufacturers, the equipment being 
supplied simply to provide for this specially 
designed Holophane glassware, which does 
not fit any of the existing conventional 
fixture types. 

This new lighting unit gives promise of a 
growing popularity. Several of these re- 
flector bowls are cut glass and of great 
brilliancy, giving very much the effect of a 
sparkling ball of light, which is most pleas- 
ing, in that while it is free from glare and 
restful to the eyes, the illumination is ample 
and efficient. In this way it combines the 
qualities of both indirect and direct systems 
of lighting, a thoroughly diffused light with 
an efficient and definite distribution on the 
working plane. 

Using Electricity in Advertising a Climate 

The Los Angeles (Cal.) Chamber of Com- 
merce is making use of electricity in what 
seems to be an entirely new manner in con- 
nection with the advertising of Southern 
California’s wonderful climate. With a 
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Silent Power Salesmen 


For years, 
industrial papecs of this country have contained advertisements of motors made by the 


sach month, approximately three hundred and fifty thousand copies of the 


ry . . o 
These advertisements, wherever practicable, urge the use of 
central station power—your power—and many of these silent salesmen are read in your city. 

The illustration above shows some of the papers used—papers which are r 
news in their industry as you read your electrical papers. 

Go out among your customers and ask what papers they read- 

° . Y ‘ ° ‘ ° 
very probably you will find a General Electric Company advertisement. 

A glance at the names of the publications will show what an immense field of buyers is 
reached by these advertisements—buyers being prepared for your salesmen- 
whom apparatus is being sold requiring current- 

This publicity is growing greater every year. 
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General Electric Company 


Largest Electrical Manufacturer in the World. 
Schenectady, N. Y. Sales offices in 44 cities. 
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view to calling especial attention to the mild 
and equable weather in that part of the 
state, the commercial organization has 
erected a bulletin board in its exhibit room, 
fitted with a thermometric scale, on which 
every 10 degrees Fahrenheit are marked by 
a 2-ep. incandescent lamp. 

On either side of this scale is an adjustable 
hand pointer, equipped with nine 1-4-cp. 
lamps, those in one hand being red, while 
the other are blue. An electrically illumi- 
nated sign above the scale tells of the climat- 
ic advantages of San Diego, while the hands 
below show the highest temperature for the 
day before, and the lowest marking for the 
current date. The bulletin is 7 feet high 
and 30 inches wide, and is calling the atten- 
tion of hundreds of tourists to the fact that 
San Diego has what it calls ‘“‘the shortest 
thermometer in the country.” The current 
for this display is furnished by the local 
central station. 

Electric Laundry in Menominee 

The only electric laundry north of Mil- 
waukee was recently opened at Menominee, 
Mich., the electric installation being done 
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under the supervision of Mr. John H. Peter- 
son, of the Menominee and Marinette Light 
and Traction Company. 

The entire plant, with the exception of the 
dry room, is operated by electricity, the 
large mangle being connected with an indi- 
vidual motor, while the rest of the equip- 
ment is arranged for group drives; that is, 
one motor takes care of the washers and 
extractors, while another operates the starch- 
ers, body ironer, collar machines, etc. 

The laundry employs about twenty peo- 
ple, fifteen of whom are girls. All the hand 
ironing is done by electricity, standard 6 
and 7 pound irons being used, and this elec- 
trical equipment is featured as a guarantee 
of “cleanliness, efficiency, and safety.” 


Retirement of W. D. Weaver. 

Mr. William D. Weaver, for 16 years edi- 
tor of the Electrical World, retired from 
active work on June first. He has acquired 
a beautiful home in Charlottesville, prac- 
tically upon the campus of the University 
of Virginia, where he will devote himself to 
the enjoyment of his friends and his several 
interesting hobbies. 
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Continuous Timely Advertising 


This is the kind that results in the uniformly steady and 
healthful growth of the whole industry. 


Every month, all the year round, G-E advertisements appear 
in millions of copies of nationally-read magazines. 





20,000,000 Advertisements 


This spring and summer the Com- 
pany is conducting the largest adver- 
tising campaign in flat-iron history. 
Over forty magazines and Sunday 
newspaper magazines are carrying 
this advertising. 


Nearly three million copies of these 
advertisements will be printed in 
colors on cover pages. 


10,000,000 Advertisements 


The fan campaign this summer 
includes page advertisements in the 
Saturday Evening Post, Everybody’s, 
Munsey’s, McClure’s, Cosmopolitan, 
World’s Work, System, etc. 


Sunday newspaper magazines, cir- 
culating in large areas around twenty- 
five leading cities, will carry G-E 
Fan advertisements in colors on 
nearly three million cover pages. 


A nation-wide interest in these “hot-weather uses of elec-. 
tricity” will be aroused by this five months’ campaign. 


Turn this interest into sales by vigorous selling campaigns 


suited to local conditions. 


General Electric Company 
Schenectady, N. Y. 3568 
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Mr. Weaver is particularly fortunate. 
He retires at a time when he still has many 
years of activity before him; he is possessed 
of sufficient means to indulge his taste for 
fine books and historical research; he has a 
large circle of congenial friends, most of 
whom are located within a short distance 
of his new home. Never an aggressive 
man, his connection with the Electrical 
World has not brought him much self- 
advertisement but it has earned for him the 
sincere appreciation of those who under- 
stood his work and the warm friendship of 
those with whom he has come in personal 
contact. 

As vice-president in charge of organization 
for the Panama International Electrical 
Congress, to be held in connection with the 
San Francisco Exposition of 1914, Mr. 
Weaver will continue to keep in close touch 
with the progress of the electrical industry, 
but this work will be only incidental to the 
development of personal interests. 


New “‘Adaptibox’’ Combinations 

Without adding a single new item to their 
list of parts, the ADAPTiBOX people have 
developed four very useful new combina- 
tions which are being listed in their forth- 
coming catalog as separate units. These 
new combinations are pictured herewith. 
They are all made up by using the so-called 
“angle lug” in different combinations and 
illustrate forcibly the wide range of adapta- 
bility of these fittings. 

The ADAPTiBOX is a conduit fitting 
made on the sectional principle. A base, 
four side-plates or lugs, and a cover comprise 
the complete unit. These can be used in 
any desired combination so that the con- 
tractor is enabled to meet any possible 
contingency in a conduit job by simply 
re-assembling standard ADAPTiBOXES in- 
to any desired form. The labor of assemb- 
ling is insignificant. 

The following three pictures illustrate the 
adaptability of the ADAPTiBOX in a most 
convincing manner. Here we have three 
wholly different boxes made up from identi- 
cally the same parts—a base, two blank side 
plates, and two angle lugs. The contractor 
who has any one of these units in stock has 
all three; because he can re-assemble these 
same parts to make any of the combinations 
shown. It only requires a screw driver and 
about two minutes of time. And it is to be 
noted that none of the combinations is a 
makeshift; each complete ADAPTiBOX 
fulfills its purpose absolutely. When the 
parts are assembled, the finished box is as 
sturdy as a solid casting. 

The following reproductions show still 
other combinations which can be made from 





No. 3700. ADAPTiBOX. This combination is used 
where a branch circuit is runjoff to right angles, and where 
it is desirable to fit the conduit snugly into a corner in 
which condition this fitting makes offsets unnecessary. 


the angle lug. Number 3700 is a type of 
fitting largely used where feeders are run up 
elevator shafts or through the floors of 
buildings with branches taken off at right 
angles. This unit is made up of the base, 
three angle lugs, and a blank side plate. 
Number 4000, which is made up of the base 
and four angle lugs, is the only fitting that 
accommodates two conduits running into it 
parallel. This avoids offsets and bends in 
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the line of conduit which are unavoidable 
when such a junction is made with any other 
type of fitting. 

It will immediately be seen that the con- 
tractor who has, let us say, a stock of No. 


3700 ADAPTiIBOXES on hand may make 

















We have designed and built hundreds of Central 
Station Signs now burning in cities north, south, east 
and west. They are all individual and studied to suit 
the conditions confronting each lighting company. They 
are working night and day in these cities to boost the 
popularity of electric service and they are doing it. 
They are selling current. 





We will send you the names of some of these com- 
panies and pictures of these signs to show you who are 
buying A. & W. Electric Signs and what they are 
accomplishing. If you haven’t a Sign-Salesman on 
your building YOU NEED ONE. Don’t wait longer. 


Say the word and we will send you a suggestive sketch. 


No. 3800. ADAPTiBOX. This fitting permits the 
placement of a switch or plug at any point on a conduit 
that is located tight in the angle of wall and ceiling. For 
wiring offices, for portable lights, adding machines, or 
other motor-driven appliances, etc., this combination per- 
mits open conduit to be practically concealed along wains- 
coting, railings, or baseboards. 


up any of these combinations in two min- 
utes. If he wants a No. 4000 combination, 
he simply takes two No. 3700’s, removes 
the blank side plate from one of them and } 
substitutes an angle lug from the other. 
He also reverses one of the angle lugs, as it 
will be seen that one lug in the No. 3700 
combination points out instead of being 
parallel to its mates. He then has his No. 
4000 and he also has left two angle lugs and 
two side plates. With these he can make 
up either No. 3900, No. 3800, or No. 3600. 























No. 3900. ADAPTiBOX. The uses of this combi- 
nation are obvious to the practical wireman. Any 5 or 
10 amp. single or double pole surface snap switch will fit 
the No.2 ADAPTiBO X cover which is used for mount- 
ing switches on this type of fitting. 




















The contractor thus makes any or all of 
these combinations, which meet a wide 
range of requirements, without going out- 
side his shop for special material and he 













No. 4000. ADAPTiBOX. Stage footlights in the- 
atres and motion picture show-houses are best handled 
with this combination. It is the only fitting into which 
parallel conduit can enter without resort to offsets or bends. 
It can also be used as a pull or junction box, or, by revers- 
ing the lugs, as a distributing box in case a number of 
circuits are pulled in one conduit to a centre of distribution 
and branch off from there. 


only invests his money in one of the half- 
dozen units shown. 

This economy of investment, saving of 
time, postage, expressage, etc., incident to 
getting special material to take care of 
unexpected conditions, is the vital advan- 
tage of the ADAPTiBOX. The contractor 
with a very small stock of these units and 
an assortment of extra lugs and covers, is in 
position to handle any problem that may 
arise without the least trouble, delay, or 
expense. The little “dinky” jobs that take 
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a couple of hours time and require some 
special fitting can be handled at a big profit 
by the man who has learned to adapt 
ADAPTiBOXES to meet conditions. And 
the big jobs, where the margin is close and 
the danger of underbidding is serious, can 
also be handled more profitably because 


ADAPTiBOXES are easier to work with, 





The three parts from which all of the combinations here 
illustrated are built. No. 500, base. No. 30, blank side 
plate. No. 60, angle lug. 


they are roomier, and they make unnecessary 
a great deal of pipe bending and fitting 
which has always been considered a neces- 
sary part of open conduit work. 

ADAPTiBOXES are manufactured by 
The Bonnell Manufacturing Company, of 
Cleveland. 


A New Way to Avoid an Old Trouble 

Every contractor and every central sta- 
tion man who has to do with the installation 
of fixtures will be interested in the new de- 
vice for joining the line and fixture wires 
without the use of solder, tape, or pliers. 
The invention is called ‘‘Nosplice” and is 
sold by the Morriseff Electric Manufactur- 
ing Co., 84 Walker Street, New York City. 
The pictures tell the story. 

The disadvantages of soldering and taping 
joints are understood by every electrical 
man. It is necessary to provide the elec- 
tricians with solder, flux, torch, and friction 
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Cross section of the new device for connecting fixtures. 


and rubber tape. Aside from the burden 
of keeping a stock of this soldering para- 
phernalia on hand, in order to solder and 
tape a joint, it is necessary to first scrape 
and twist the wires together, light a torch, 
apply the flux, solder, and then tape the 
soldered joints. In most cases a_ ladder 
must be moved around to each outlet. 

This leads to many troubles, aside from 
the wasted time. Ceilings are blackened, 
fixtures are often blemished with flux, and 
flame, and worst of all, careless and shirking 
workmen are prone to taping up without 
the solder. If the inspector discovers it, the 
Underwriter’s certificate is withheld for the 





The binding screws are securely covered by a guard. 


“violation,” which means expense to the 
contractor and delay and disappointment to 
the consumer. 

This new device seems to offer a new op- 
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the most convenient 
Monte fan made. This fan 
light—made of pressed 
steel—that a child can carry it 
from room to room. 


We have every type of fan in 
finishes that will harmonize with your 
home decorations. Order your’s now 
while our stocks are complete. 
Lr us at the head of your shopping 
ist. 




















(This space for your name and address 


This “AD” is Yours! 


This and many others on fans that we have prepared 
for newspapers are yours for the asking. Electrotypes 
of any or all will be furnished you free of charge. 


Send for a copy of our “Fan Ad” book No. 690 which 
shows many effective advertisements which are already 
bringing in business for fan dealers. 








Western Eleckric Company 


Manufacturers of the 6,000,000 ‘Bell’ Telephones 





New York Atlanta St. Paul Dallas Los Angeles 
“SAVE TIME AND FREIGHT Buffalo Chicago Milwaukee Omaha Seattle : “SAVE TIME AND FREIGHT" 
Philadelphia Indianapolis Saint Louis Oklahoma City Salt Lake City 
Boston Cincinnati Kansas City San Francisco Portland 
Lea@y. Pittsburg Minneapolis Denver Oakland Richmond 
“ea” Savannah 
Montreal Toronto Winnipeg Calgary Vancouver 


Antwerp London Berlin Paris Rome Johannesburg Sydney Tokyo 
Address the house nearest you 






































We are Going to 
Print More 


Dollar Ideas 


in 
Electrical Merchandise 
Than Ever Before 


To do it we must have 
yours. 

Send in your best Brain- 
Throbs, the “Hunches” 
that have won the busi- 
ness. The other fellow 
needs them, and you need 
his. 

For every one accepted 
we swap a crisp, bright, 
fresh-laid dollar bill. 
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portunity for time and trouble saving that 
will be welcome to all concerned, with the 
added feature of safety. Where the work is 











This is the way the Nosplice is applied. 


being done in the vicinity of inflammables, 
the torch is a distinct hazard and the “No- 
splice’”’ seems to offer a more efficient and 
effective substitute. 


Police Lights in Alleys 


In a great many cities the blocks are 
divided in two by alleys which serve as 
semi-public driveways for tradesmen and 
dumping grounds for ashes and refuse. In 
such cities practically every account of a 
crime will tell about the escape of the cul- 
prit being by way of a dark alley. 

Anopportunity exists here for the installa- 
tion of “‘police lights,” for their darkness and 
shadows are what make alleys so useful to 
the criminal or night prowler. 
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A Weatherproof Industrial Lighting 
Unit of Unique Design 


The development laboratories of The 
Tungstolier Company recently completed » 
very unique weatherproof unit for industria! 
and commercial service, which will be place: 
upon the market within a few weeks. I) 
this design two things were sought: a uni 
that should be absolutely weatherproof anc 
of the sturdy construction demanded in ai 
exposed fixture; and, interchangeabilit) 
which would permit the central station or 
contractor to meet any reasonable require- 
ment without the necessity either of carry 
ing a large stock or being compelled to wait 











The “inner workings” of the new Tungstolier 
outdoor unit. 


upon the factory shipment. This latter 
feature is characteristic of practically all of 
the Tungstolier Company’s product, con- 
venience, economy, and service to the mid- 
dleman being considered of equal importance 
with the requirements of the final user. 

The attached photograph and cross- 
section of the Tungstolier Industrial Unit 


It Is No Longer Necessary to GUESS the Maximum 


Demand of Your Smaller Customers 


A very economical solution is 


The MAXICATOR 


This device replaces the original register on the Watt-hour meter. 


tity of energy used in a thirty-minute interval over any desired period of time. 


It not only records the 
total kilowatt-hours consumed but in addition it provides an accurate record of the maximum quan- 


“PATENTED MARCH 3, 1903. 
OTHER PATENTS PENDING’’ 


Why estimate the maximum demands of consumers when this device may be permanently installed at slight cost, and it will af- 
ford you to a certainty the information you most need to know. 


The Maxicator not only insures an equitable income to the Central Station, but offers a just treatment to the customer, which is 
not the case when maximum demands are based on various and varying arbitrary factors. 


Write for a copy of our new advance sheet on the Maxicator, it will prove mighty interesting to Central Station men. 


MINERALLAC ELECTRIC COMPAN 


"Trut Building Chicago 


Pacific Coast Representative, Van E. Britton, San Francisco, Cal. 
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ag show its construction and suggest its wide = 
field of usefulness. | | 
1 The “foundation” of the unit is a porce- 
a lain housing consisting of body and crown 
te (B) which are separable, and within which The 
ap we find plenty of working space for the 
yey ‘ * ° * 
rf United Electric Light and Power Co. | 
ni 
ni 
a extends you a cordial invitation to make its exhibit your 
ty headquarters while at 
oO! 
ire | 
“ THE 1912 | 
yait 
NEW YORK ELECTRICAL EXPOSITION i] 
: GRAND CENTRAL PALACE, OCT. 9th to 19th | 
One of the new water proof types. 
easy handling or changing of connections. This Company’s exhibit will be a most attractive display of the | 
Above the crown is fastened a suspension recent achievements of electricity in the realms of light, heat and 
cap (A) which may be either for chain or power. It will occupy SPACES 64 to 71, inclusive. | 
rod suspension. To the suspension cap are ha es Ht 
fastened the supporting straps (C) which Each year this Exposition has grown in interest and value to | 
pass through the body to the shade holder everyone interested in the electrical industry, and it is already 1) 
(J), thus relieving the porcelain of all assured that the 1912 Exposition will surpass all its predecessors. | | 
| 
11 
| 
Modern Designs for H 
Modern Requirements The United Electric Light & Power Company 
1170 Broadway Telephone 4070 Mad. Sa. 
It is to your profit—because it is to your 
customers’ profit to buy Williamson Fixtures, BRANCH OFFICE AND SHOWROOM 
not alone because they are what people want ; 
nowadays, but because through our prompt 138 Hamilton Place Telephone 4000 Audubon 
and unlimited service we can work with you 
atter in immediately fulfilling every requirement 
all of that can arise. = 
ae. Mr. and Mrs. House Builder will, seeking, 


find the proper character of lighting Fixtures, 


ne that will typify and correspond with design of 


ieee, their building; and what is more, we combine Convention Delegates 


Unit quality, workmanship and finish, so attaining 


ein es You Will See These All Over the Pacific Coast 


Watch for Them 





No. D 5808— Bracket 


Catalosue No. 17 will be sent free, express 
prepaid to any lighting Company or Fixture 
dealer in the country not already possessing it. 


R. Williamson & Co. 


~r Independent Foundry Company 





Electric and Combination Fixtures and Art Glass Shades 


everything oats Depot ior ting industry Portland, Oregon 


Washington and Jefferson Sts. Chicago, Ill. 
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Don’t Wait 
Till Your Collar is A-wilt 


before getting fully ready for a red-hot 
summer. It’s warm now, but we've had 
a late spring and you know what that 
means. 

If you have them ready on your shelves, 
you can do a big business this season in 


Peerless 
ans 


Start the campaign now in every resi- 
dence, store, office and factory in your 
territory. Have the fans handy to send 
out quick. 

We make them in all types and with 
all improvements. It’s the best fan for 


YOU. 








Have you ever really worked to develop 
the small motor business in your town— 


all of it? 


Peerless 
Small Motors 


Both A. C. and D. C. to one H. P. 


inclusive, 


Will Help Sell 
Here Too 


Larger D. C. motors to 30 H. P.; 


also generators, rotary converters, etc. 


The Peerless Electric Co. 


Warren, Ohio 
Agencies in all Principal Cities 
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weight and strain. Four sizes of cast metal 
holders are available, in 3 1-4 inch, 4-inch, 
5-inch, and 6-inch sizes, and these are inter- 
changeable, being fastened by a screw (H) 
to the supporting straps. Ample ventila- 
tion is afforded by the holes (K) the upper 
of which are also used to pass the feed wires 
when weatherproof wiring is employed. 

The Tungstolier Weatherproof Unit is 
available in a variety of practical styles for 
different classes of service, such as ware- 
houses, foundries, machine shops, store 
rooms, freight platforms, yards, store fronts, 
etc. The desirable feature from the stand- 
point of the trade is that the units can be 
adapted to different service condit’ons by 
the use of standard material, thus decreasing 
the amount of stock necessary to meet a 
normal diversity of demand. Chain sus- 
pension, pipe suspension, ceiling types, and 
bracket support are all shown in the new 
Tungstolier Bulletin No. 130 about to be 
issued on these new units. 





Home Demonstrations 
By Roy G. 
Denver Gas and Electric Light Co., Denver, Colo. 


Munroe 


One of the most effective ways of selling 
electric appliances is through demonstra- 
tions and free trials. But there are many 
consumers who seldom visit the office, and 
quite often the member of the family who 
transacts its business is not the one most 
likely to be interested in such appliances. 

For the purpose of reaching such pros- 
pective buyers, the Denver Gas & Electric 
Light Company provides neat leather-cov- 
ered cases for the salesmen and percolators 
and various other appliances are taken out 
to the homes of prospective purchasers for 
demonstration. Such appliances as irons, 
stand lamps, and certain makes of toasters, 
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which can be left on trial without deteriorai - 
ing greatly in appearance, are left on tria!, 
upon the signing of a “Loan Agreement” by 
the consumer. Other devices, which sho 
use more readily, are simply connected 1) 
in the homes of the prospects and a demon- 
stration made of their simplicity of operatioy 
and quickness of heating, and are then 
returned unless a sale is made. 

In a prominent location on its main office 
floor, the company maintains a demonstra- 
tion of all the various appliances; bread is 
toasted, coffee is made, stand lamps are 
illuminated, and many sales are made at 
this table. We find, however, that the 
“home demonstrations” bring in many 


orders otherwise unobtainable. 


O 





Hawthorne on Post Cards. 

A series of intimate views of the Haw- 
thorne works of the Western Electric Com- 
pany has recently been arranged for post 
card use and is intended to give the com- 
pany’s friends a better idea of what their 


Electrical’ Capital of America’”’ really is 
and what is being done there, industrially 
and socially. The series consists of twelve 
views showing a general view of the works, 
the imposing water tower, the telephone 
apparatus shops, the general merchandise 
warehouse, the interior of the lead press 
room in the cable plant, a view showing 
how cable cores are built up, a corner of the 
switchboard wiring department, the cord 
department, an electric motor truck in the 
warehouse, the brass band which makes 
good music as well as “quality apparatus,” 
the lunch room with a seating capacity of 
3,000, and one of the annual field day events 
of the athletic association. 

The post cards are actual photographs and 
are remarkable for their clearness and fine 
detail. They will form a worthy addition 
to post card collections. 









socket starts a 


‘‘Water-seaied,’ 


Dory flavor. 


cooked. 


mee ae a than gas. 
Radiant 
Cooks with 


Back” Catalog 


Detraitfireless Stave Co 


Jefferson Ave., Detroit, Mich. 





OVER 10,000,000 
Cook by Electricity 


NLY a few min- 
utescurrent from 
an ordinarylamp 


a itfireless 


Electric 
Imprisoned 
heat cooks the 
food, and th e 


W air-tightovens re- 
tain the rich, sav- 


Until you've tried it 
oF wn don't know how 
deliciously food can be 


The electrically heated grid- 
dle plate Fries and Toasts per- 
fectly, and the oven Bo7z/s, Bakes 
and Roasts cheaper and better 


Saves Fuel, Time, Heat, 
Money, Temper and Energy. 


Makes an ideal kitchen. No 


radiators 

soot or danger from open 
mneins oe flame fire. Sold direct to you 
your stove at Factory prices. Write for 
Six sizes each our “Money- 


WOMEN 


read this advertisement every 
month in their favorite magazine. 
Let us refer 18,000 earnest inquir- 
ies to you. 















We quote you a profit-making 
price. 


Guarantee every sale made 


And turn this publicity into 
money for you. 


Detroit Fireless Electric Cook- 
ers range in price from $18 to $55, 
meet every want and the irreproach- 
able quality makes continued sales. 


Why not co-operate? 








Please mention Good Housekeeping. 
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The Boston Electric Show 


A Few Facts and Figures That Mark It as 
The Biggest Electric Show Ever Held. 


The big Electric Show, which will occupy 
the entire Mechanics’ Building in Boston, 
and run from September 28 to October 26, a 
full twenty-nine days, is reported to be the 
most magnificent and extensive undertaking 
of the kind that has ever been attempted 
either in this country or anywhere in the 
world. The plans for decorations, the pro- 
vision for the installation of a wonderful 
variety of exhibits will, it is claimed, surpass 
anything that has ever been known, even 
at our immense World’s Fair Expositions. 

No electric show has ever had so much 
money expended in its promotion, develop- 
ment, or in its management. The Boston 
Edison Company has assumed the responsi- 
bility because of its desire to have it come 
up to the highest standard it is possible to 
set in our electrical world of high standards. 
The officers of the Company were moved to 
undertake this enterprise, first, in order to 
carry through a great educational campaign 
for the increase and improved economy in 
the use of electric service, not only in the 
Greater Boston territory of the Edison 








L. D. Gibbs, Superintendent of Advertising Edison 
Electric Illuminating Company, Boston, Mass., and 
** Booster” for the Boston Electric Show. 


Company, but throughout New England, 
which is served by over three hundred cen- 
tral stations. 

This Show will be the product of over 
two years’ hard work. Prospective plans 
were considered during the summer of 1910, 
and definite work was begun by a staff of 
experienced employees of the Company the 
first week of September of that year. The 
number of employees has been steadily in- 
creasing, and during the ten days preceding 
the opening of the Electric Show, more than 
a thousand men will be employed day and 
night completing the details so that every- 
thing will be ready for the opening. 

The Boston Edison Company will have 
spent, or contracted for the expenditure of 
over $150,000 before the doors of the Show 
swing open on the first day. Everyone con- 
nected with the Show is confident that this 
money will be returned in actual cash ad- 
missions many fold; that there will be an 
attendance of three-quarters of a million 
people during the twenty-nine days. It is 
more than a hope; it is a probability. 

Special trains will run from all parts of 
New England, and there will be special elec- 
tric cars bringing their loads of people any- 
Where from ten to sixty miles direct to the 
doors of the Exposition Building. 
_ The Show has been advertised extensively 
in foreign countries. About a year ago 
advertisements were inserted in electrical 
papers in Japan, England, France, Germany, 

ustria, and Italy asking for suggestions 


ELECTRICAL MERCHANDISE 


297 





























TH ENEW ovap 


27 Kilowatt Hours (minimum) per month 
per residence. 600 watts Maximum Demand 
alamp socket load. The NEW QUAD 
will take the place and actually do the work 
of a coal or gas range. The standard size 


cooks for a family of five 
a little quicker. Makes tea and coffee 


It Boil 
in the usual pot. 
| - e Uses an ordinary frying pan for ham 
t ries and eggs, fish, etc., and a deep pan for 
doughnuts or croquettes. 


| B k The semi-ventilated oven makes 

t a es delicious cake, biscuit, and _ bread 
visthly. 

It Roasts rare inside, and other meats per- 

fectly cooked. 


As a Fireless Cooker the NEW QUAD 
brings out all the rich flavors in stewed 
meats and fruits impossible by other means 








Just like a coal stove—except perhaps 


Roast Beef, browned outside and 











To be Shown for the First Time 
at the N. E. L. A. Convention, Seattle 
See IT! 





























We ask comparison with any other type of cooking apparatus. 
Heating Element guaranteed against burn-out for two years. Solid 
nickel steel construction—not nickel plated. Cannot rust or corrode. 
Handsome in appearance and compact. Suitable for small kitchens or 
the dining room. All parts easz/y accessible and cleansed in a moment. 











The NEW QUAD will not be discarded after a few trials. 

Any woman can use it freely without being discouraged by 

Cooking Failures, High Current Bills, or recollection of a Big 

Investment. All it needs to make them buy is a /:tt/le atten- 
tion. ‘This service is a feature of our sales methods. 





























Write to 


The A. L. Sykes Manufacturing Company 


Cincinnati, Ohio 
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and information about novel and especially 
practical and economical uses of electricity; 
and recently advertisements have appeared 
in the papers in the above-named countries 
and also in Brazil and Argentine Republic, 
calling attention to special travel parties 
from abroad under the auspices of Messrs. 
Thomas Cook & Son. It is expected that a 
large delegation of people will come from 
foreign countries. Several exhibits have 
already been secured from foreign countries, 
the manufacturers interested being so im- 
pressed with the possibilities of this enter- 
prise that they are willing to go to the 
expense of coming across the water with 
substantial displays. 

A large number of conventions will be 
held in Boston at the time of the Show, and 
several of them will be directly connected 
with the interests of the electric lighting 
business. Among them will be the annual 
convention of the Electric Vehicle Associa- 
tion of America, and the convention of the 
big New England Section of the National 
Electric Light Association. There will be 
other conventions, including the big one of 
the Brewers’ Association of the United 
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States, beginning October 7, and the Scot- 
tish Rite Masons beginning September 30. 
The show management will give a private 
opening on September 28 to the delegates 
attending the Fifth Congress of the Inter- 
national Chambers of Commerce. This 
convention, which will be held in Boston 
during the week preceding the opening of 
the Show, will be attended by over four 
hundred delegates from foreign countries. 
These will have a special opportunity to 
visit the Show and carry away with them a 
tremendously important and favorable im- 
pression of Boston’s electric ways of doing 
business. 


Paragon Handy Bracket. 

A simple and ingenious lamp _ bracket 
has recently appeared on the market called 
the “Paragon Handy Lamp Bracket.” It 
consists of a socket and reflector with a light 
spring attachment that grips any conven- 
ient piece of furniture or machinery and 
offers a means of support, so that the light 
can be placed in almost any position desired. 
The metal spring is protected by a silk or 
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Luxolabra 


The Safest, Most Ornamental, and Best Adapted 








Lamp Standard for Better Street Lighting. 





Luxolabra are made in strict accordance with approved scientific 
methods of metal construction, representing the latest development 
in modern ornamental street lighting. 


Luxolabra are made from high grade, thoroughly tested Toncan 

metal, Ingot Iron, or Open Hearth Steel. 
nates unnecessary joints and leaves no 
opening for entrance of moisture to the 
interior of the standard. 


Luxolabra are approved and recom- 


mended by the leading engineers 
throughout the country. 


Luxolabra are in actual use on 


the streets of the largest and 


The construction elimi- 


ee 








most progressive cities of the 





United States and Canada. 





on standard designs. 


New York Boston Philadelphia 








All bases, heads and columns of Luxola- 
bra are interchangeable, thus insuring 
numerous combinations. 


Write for Catalog giving specifications and prices 
Send us your special 
requirements and let us submit specifications. 


The Adams-Bagnall Electric Company 
CLEVELAND 


Pittsburg 
R. E. T. PRINGLE, Canadian Representative 
Head Office, Windsor, Ont. Branches, Montreal, Toronto, Winnipeg 


Sixth City 


Syracuse Chicago Atlanta 
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rubber covering, so that it can be fastene 
to polished furniture without causin 
scratches or injury. The illustration shoy 
the method of attachment. The brack 


is equipped with an attachment cord and 
plug. It is manufactured and sold by the 
Paragon Sellers Co., of Chicago, III. 


W. A. Donkin Back in the Fold 


Announcement has been made that Mr. 
Wm. A. Donkin has resigned as head of the 
Industrial Commission of Pittsburgh to 
resume his former work as General Con- 
tracting Agent for the Alleghany County 
Light Co. Mr. Donkin’s services had been 





William A. Donkin, General Contract Agent Alleghany 
County Light Company, Pittsburgh, Pa. 


loaned to insure the successful organization 
and establishment of the Industrial Com- 
mission and his return to his old work indi- 
cates that the commission is now on its feet 
and in good running order. Mr. Donkin’s 
many friends will be glad to hear that he is 
back in the fold. 


$ 


g- 
Co-operation With the Grocer 


From R. S. Jonnstron 
Salesman, Lawrence Railway and Light Company, 
Lawrence, Kan. 

Go to the leading grocer in your city and 
find out what brand of coffee that he is pus!- 
ing. Have coupons printed valued at *!}, 
to be given for one dollar’s worth of coffee on 
presentation at this grocer’s store, in co!- 
sideration of purchasing a percolator. This 
gets the person in the grocery store and t' 
grocer has a chance to sell him something 
else. It also gives the central station sale-- 
man a leverage for selling the percolator ! y 
being able to give with them one dollars 
worth of coffee, which of course would cor 
out of the profits on the percolator. 





191] 


ene 
sin 
10 


ck 


and 


| Mr. 
of the 
th to 
Con- 
ounty 
been 


leghany 


zation 
Com- 
< indi- 
ts feet 
nkin’s 
t he is 


ipany 


ty and 
$s pusli- 
at $1, 
ffee on 
nm col- 
This 
ind t 
rething 
n sales- 
ator |y 
dollar's 
d core 





June, 1912 


‘*Nashville Offers Opportunity’”’ 
story of the Slogan Sign in Nashville, Tenn. 


From James E. Carnes, 

Contract Agent Nashville Railway and Light Co. 

Following a movement by the Nashville 
Board of Trade to raise $100,000 to advertise 
the city, the opportunity was presented to 
uggest and recommend the use of ‘“Elec- 
tricity for Publicity.” The matter was 
placed before the advertising committee of 
the Board in a definite and tangible way, 
with the result that it was decided that the 
Board of Trade would buy a sign and select 
a suitable location for it, the city would 
furnish the current and the Nashville Rail- 
way & Light Co. would take care of lamp 
renewals and general maintenance. 

The slogan ‘Nashville Offers Opportu- 
nity” was adopted and a suitable location 
secured immediately in front of the Union 
Station. In view of this ideal location it 
was possible to use a much smaller sign than 
would otherwise have been required, to 
advertise the city in a manner in keeping 
with the Board of Trade’s idea. 

The sign is 30 by 38 feet, and requires 
approximately 1000 5-watt Mazda lamps. 
The word “Nashville” flashes on and is 
followed by “‘O-f-f-e-r-s,” one letter at a 
time, then “Opportunity,” and after this the 
line ““Ask Board of Trade.” The general 
color scheme and action is good, and the 
sign has caused much favorable comment. 
It has been the means of indelibly impressing 
many thousands of visitors and the traveling 
public with the slogan—‘‘Nashville Offers 
Opportunity.” 

The figure of a beautiful woman, 12 feet 
in height, draped in flowing robes, typifying 
Progress and Advancement, is outlined with 
many vari-colored lamps. In one hand a 
trumpet illustrates the Call or Invitation to 





the World to come to Nashville. In the 
other hand is a flaming torch, conveying the 
idea of “Blazing the way” to the great 
Metropolis of the South. 

The erection of the sign was completed on 
the 9th of November, 1911, just in time to 
be switched on by President Taft, who was 
spending the evening in Nashville. This 
event was one of the features of the Presi- 
dent’s visit and thousands witnessed the 
first flash when President Taft pressed the 
button that proclaimed to the World that 
“Nashville Offers Opportunity.” 


A New Central Station Sales 
Organization 

The Gas and Electric Demonstrator, Inc., 
has been organized, by Meikleham and 
Dinsmore, of New York City, to act as sales 
agents for their various properties. These 
‘ompanies, both gas and electric, are at 
present divorcing their sales forces from the 
‘local company, with the intention to put the 
‘ntire work into the hands of the Gas and 
Klectric Demonstrator, Inc., as a separate 
ind distinct sales organization which will be 
entirely self-supporting. This support will 
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come partially from the profits earned 
through the sale of appliances and partly 
from a percentage on the increased business 
which they are able to produce for the cen- 
tral station or gas company affected. 

It is not the intention to confine the ac- 
tivities of this new sales organization alone 
to the cities where the utilities are controlled 
by Meikleham and Dinsmore, but to open 
electric stores and work along the same lines 
in any community where the prospective 





H. W. Chase, General Manager Gas and Electric 
Demonstrator, Inc., Easton, Pa. 


business justifies it and the co-operative 
arrangement can be made. Mr. H. W. 
Chase, who has a long record of accomplish- 
ment as manager of commercial departments 
for the Dayton (Ohio) Lighting Co., Cin- 
cinnati (Ohio) Gas and Electric Co., and 
Binghamton (N. Y.) Light, Heat and Power 
Co., and was one of the experts on the staff 
of the Central Station Development Co., of 
Cleveland, Ohio, has been appointed general 
manager of the Gas and Electric Demonstra- 
tor, Inc., with headquarters in Easton, Pa. 
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A Use For Old Magazine Articles 


By H. W. 


Bruneu 


Assistant Manager New-Business Department 
Binghamton Light, Heat and Power Co., 
Binghamton, N. Y. 


I have found in many instances that 
articles appearing in the various magazines 
are of great assistance in securing new busi- 
ness for central stations, especially power 
business. 

We who have sold power for any length 
of time have often found prospects whom 
we know in our own mind could be closed if 
we were only able to bring out some one 
convincing argument to eliminate the doubt 
in their minds as to the feasibility of electric 
drive, in that particular business. It is up 
to every representative to use every lever 
available, and I don’t know of a better or 
more forcible argument than to show the 
prospect photographs and descriptions of 
installations along the same lines as_ his 
own. 

Articles appearing in the electrical jour- 
nals, giving detailed information and data 
on various motor installations, prove very 
valuable in convincing the prospect, and the 
pages can be removed from their covers, 
clipped together, and then filed, according to 
their class, and ready for reference or to 
submit to your prospect for his perusal. 
Such articles clipped from a publication and 
mailed to the prospect’s home would be 
read and considered. 





posed to the oil. 


Ampere, N. J., Birmingham, Boston, 





THERE ARE REASONS 


why you should prefer REMEK transformers to any others on the market. 





Line of REMEK Transformers ranging from .6 to 50 KV A 


They have durable and strong insulation, low core loss, high all-day efficiency, 
good regulation for lighting loads and also for motor loads, even with low- 
power factor, and the heating is low and uniform. 
capacity for overloads are due to the large percentage of coil area directly ex- 
There are other reasons too. 


CROCKER-WHEELER COMPANY 


Newark, New Haven, New York, Philadelphia, Pittsburg, San Francisco, Syracuse 


Their durability and ample 


Write for our Bulletin 151. 


Chicago, Cleveland, Denver, Detroit, 











New Inventions 


Reported especially for this paper by H. B. Wilson 
& Co., Patent Attorneys, Washington, D.C. A com- 
plete copy of any of these patents will be forwarded to 
anyone on receipt of ten cents. In ordering copies 
give number of patent. 


1,023,178. Battery-Holder. 
Stevens, Malden, Mass. 
1,023,220. Junction Box. 
Murray, New York, N. Y. 
1,023,224. Door-Switch. 
Peterson, Hartford, Conn. 
1,023,246. Floor-Box. 
Jr., Elizabeth, N. J. 
1,023,270. 
Terminals. 
Ohio. 
1,023,271. 
Terminals. 
Ohio. 
1,023,293. Arc-lamp. 
Ausburg, Germany, and 
Berlin, Germany. 
1,023,304. Electrical Measuring Instru- 
ment. Alvarado Le Roy Ellis, Lynn, Mass. 


Herbert A. 
Thomas E. 
Johann G. 


John Fountain, 


Spiral Coil for Fastening Wire 
Philip P. Nungesser, Cleveland, 
Fastening Device for Wire 


Philip P. Nungesser, Cleveland, 


Gustav Baldauf, 
Ernest Presser, 
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1,023,307. Incandescent Lamp. Ludwig 
Glaser, Pankow, Germany. 
1,023,309. Electrical Resistance Furnace. 
Hugo Helberger, Munich, Germany. 


1,023,310. Oil-Switch. Edw. M. Hew- 
lett, Schenectady, N. Y. 


1,023,326. Electric Cut-out. 
Murray, New York, N. Y. 


1,023,334. Detachable Chain-Guide for 
Lamp Sockets. Anker S. Lyhne, Bridge- 
port, Conn. 


1,022,514. Arc-Lamp Hanger. George 
E. Stevens, Lynn, Massachusetts. Assignor 
to General Electric Co., New York, N. Y. 


1,022,536. Snap-Switch. Frank C. De 
Reamer, Schenectady, N. Y. Assignor to 
General Electric Co., New York, N. Y. 

1,022,618. 
Reflector. 
lowa. 


1,022,679. Pliers for Stripping Insulation 
from Electric Wires. Frank P. Huston, 
Dumont, N. Y. 


Thomas E. 


Adjustable Lamp-Holder and 
Gustav H. Amend, Des Moines, 








ON’T Pass It Along! 
Why Should You! 








get lost. 


Merchandise all your own. 


—your work. 


ances. 


17 Madison Avenue, 








¢¢ PLEASE send me another copy of your January issue,’ wrote 
a central station commercial manager the other day, ‘‘ I have 
to pass mine along to the salesmen, and every once in a while they 


Why Should He? 
~ Why Should You? 


It only costs One Dollar a year to have a copy of Electrical 
It only costs 8 1-3 cents a month to 
place a personal copy in the hands of the salesman; a copy that will 
be mailed direct to his home where he can read it uninterrupted, and 
find every new sales-suggestion that he can use in his day’s work 


There are new ideas in every issue of Electrical Merchandise, 
invaluable to every man who sells electric current or electrical appli- 
Don’t try to make one copy do for all. 
body loses it or somebody keeps it. 


Subscribe for all your salesmen today. 


Electrical Merchandise 


It won’t. Some- 


Have a copy of your own. 


New York City 
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1,022,739. Lock Guard for Incandescent 
Lamps. Harvey Hubbell, Bridgeport, Conn, 

1,022,797. Shock Absorbing Rosette. 
Sidney B. Paine, Newton, Mass. Assignor 
to General Electric Co., New York, N. Y. 

1,022,740. Guard for Incandescent 
Lamps. Harvey Hubbell, Bridgeport, Conn. 

1,022,809. Electric Switch. Lynn B. 
Abbott, Bridgeport, Conn. Assignor to 
Harvey Hubbell, Inc., Bridgeport, Conn. 

1,022,815. Separable Attachment Plug. 
Reuben B. Benjamin, Chicago, Illinois. 
Assignor to Benjamin Electric Manufactur- 
ing Co., Chicago, Illinois. 

1,022,895. Shade-Holder. William  S. 
Stapley, Bridgeport, Conn. Assignor t8 
Bridgeport Brass Co., Bridgeport, Conn. 

1,022,928. Illuminating Sign. William 
T. Bradshaw, Berkeley, California. 

1,024,160. Electrolier. Thos. P. Stritt- 
mater, Philadelphia, Pa. 

1,024,286. Tool for Handling Electric 
Globe Lamps. Angelo Santilli, New York 
N. X. 

1,024,533. 
kinsburg, Pa. 

1,024,573. Electric Illuminating Device. 
Robert H. Henderson, East Orange, N. J. 

1,024,695. Illuminated Sign. Hugh 
Mulholl, New York, N. Y. 

1,024,732. Shade Holder for Electric 
Bulb Sockets. C. W. Lucas, Decatur, IIl. 

1,024,967. Electric Rat Trap. John Ba- 
lint, Cincinnati, Ohio. 

1,024,969. 
Riverview, Pa. 

1,024,972. Burglar Alarm Attachment. 
Geo. A. Brewster, New York, N. Y. 

1,025,144. Electric Foot Warmer. 
Frank Kuhn, Detroit, Mich., assignor to 
American Electrical Heater Co., Detroit, 
Mich. 

1,025,281. Electric Heater for Liquids. 
J. R. Lawson, Dallas, Tex., assignor to W. 
H. Yoakum, Fort Worth, Tex., and C. W. 
White, Waco, Tex. 

1,025,394. Portable Electric Lamp. 
Emil Gottschalck, Berlin, Germany, assign- 
or to Electric Export-Werke G. M. B. H., 
Berlin, Germany. 

1,025,442. Electric Light Bracket. A. 
F. Anderson and C, W. Armstrong, Tacoma, 
Wash. 

1,025,738. Electric Alarm for Mail Boxes 
J. W. Coe, Jr., Yonkers, N. Y. 

1,026,217. Electric Water-heating De- 
vice. Hjalmar Lofquist, Stockholm, Swe- 
den. 

1,026,363. Electrically-heated Tool.  L. 
F. Parkhurst, Pittsfield, Mass. 

1,026,564. Electric Water-heating Syr- 
inge. H. M. Crawford, Lima, Ohio. 

1,026,596. Stand for Electric Heaters and 


Irons. R.P. Moodie & C. W. Ball, Ottawa, 
Ont., Can. 


Ozonizer. 


H. R. Stuart, Wil- 


Electric Trap. C. A. Bowen, 





PATENTS 


promptly obtained OR NO FEE. Trade-Marks, 
Caveats. Copyrights and Labels registered. 
TWENTY YEARS’ PRACTICE. Highest references. 
Send model, sketch or photo. for free report 
on patentability. All busi fidential 
HAND-BOOK FREE. Explainseverything. Tells 
How to Obtain and Sell Fatents, What Inventions 
Will Pay, How to Get a Partner, explains best 
mechanical movements, and contains 800 other 
subjects of importance to inventors. Address, 


H. B, WILLSON & CO. stro 


Box 292 Willson Bldg. | WASHINGTON, D.C. 
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BENJAMIN 
TWO-LIGHT 
PLUG CLUSTER 


For Doubling the 


Capacity of Your |! i , 
Sockets Without mn a 
Extra Wiring THIS IS IT 


It just screws in—and the work is done. 

You have one light, but want two. Or 
you want to run an extra wire to another 
point for connecting some electrical appli- 
ance — fan, heater, curling-iron, flatiron, 
chafing dish, etc., and still keep your light 
burning. You need not rewire the place 
to do it. 

Benjamin Plug Cluster Does the Work 

of Two Sockets. 


For sale by all Electrical 
Jealers 


BENJAMIN ELECTRIC 
MFG. COMPANY 


120-128 So Sangamon St. 
CHICAGO 


bsp el 
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If you were one of these two men would you change 
places with the other for a difference of half a cent an hour? 
The comfort alone is worth many times that amount, to Say 
nothing of the difference it makes with your disposition and the work you 
can do. ithe same thing is true of those who work for you and 


Fort Wayne Electric Fans Are a Good Investment 


because they increase the efhiciency of your help. 


They are the best means of supplying refreshing, cooling breezes dur- 
ing the hot sultry weather, and it costs only half as much to run one as to 


burn a 16-candle power incandescent lamp. 


We make a size and type for every use and there's enough difference 


in quality to make it well worth while asking for a “Fort Wayne’ when 
; you buy a fan. If your dealer does not carry them —write us. 


FORT WAYNE ELECTRIC WORKS 


OF GENERAL ELECTRIC COMPANY 


V ood” 


Systems 


1636 meenteen Fort Wayne, Ind. 


Branch offices most large cities 











A Fan Campaign Right Now 


KIMBLE 


Variable Speed. 
Sing!e Phase. 


Alternating Current. 
Ventilating Fans 


Almost Sell Themselves. 


The fact that they can be operated at any 
speed from nothing to maximum and that cut- 
ting speed in two cuts operating cost in two, 
and that they may be instantly changed from 
intake to exhaust or reverse, by the pull of a 
chain, puts them in a class all by themselves. 
And as soon asacustomer knows these points, 
he becomes a Kimble enthusiast. 


They are desirable, too, from the stand- 
point of the Central Station. 


Their exceedingly high power factor and the 
fact that they start on one-half their full load 
current makes it entirely practical to install 
even our big 42-inch fan on electric lighting 
circuits without disturbing the lights when it 
cuts in. 

Get after the owners of halls where political 
meetings are to be held. Get after theaters, 
churches and nickel shows. Get after restau- 
rants, clubs and hotels. 

Put one bright man for one week on a can- 
vass of your territory for this fan business alone 
and you will be surprised at the fine list of new 
power users he adds to your circuit. 


Send for the Kimble Catalog. It is a liberal 
education in the new possibilities of alternating 
current electricity. 


Kimble Electric Company 


1115 Washington Boulevard, Chicago 








yGnates terete’ 
Beaut 
Electric Irons 


GUARANTEED FOR THREE YEARS 


The best way for you to begin ike) 
find out that they are the irons for 
you to sell to the public, is to take 
one apart and see its simplicity. 
Then use it yourself -or have your 
wife use it and see its efficiency. 


We'll show you the profit you can 
make selling them and how to 
sell them. 


The way to convince yourself 
fully that they are the best irons 
for you to sell is to sell them. 


American Electrical Heater Company 
DETROIT, MICHIGAN U. SUA. 
Oldest and Largest Makers 


AMERICAN 
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The distributor of STERLING 
LAMPS sells the most of the 


best lamps with the least effort. 


We not only guarantee our 


lamps but we can PRACTI- 
CALLY guarantee a satisfac- 
tory business to the agent who 
handles these lamps. 


Let us give you full details of 
our plan for co-operating with 
you. Where this plan has been 
applied, the business has _in- 
creased very rapidly. 


Write. 
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Sterling Electric Lamp Works 
OF 
General Electric Company 


Warren, Ohio 
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As I said here last month— 


In one week recently in Galveston, 


I sold signs aggregating 34,700 lamps. 
I was working in co-operation with 
The Brush Electric Co. 


I'll do as much for you, if you'll do 
what they did. This is an offer or a 
bet—either way you take it. 


The opportunities in Galveston 
were no better than anywhere else. 
We can do just as much in your town, 
if you will work with me as the Brush 
people did. 


I build the kind of Electric Signs 
that will keep this business sweet after 
we've landed it. 

—T, E. Valentine. 


Valentine Electric Sign Co. 


Atlantic City, New Jersey 

















